








ASK ME ANOTHER 


—When will the decline of average 
wholesale prices end? 


—Very soon, we hope. 

—What will bring prosperity back 
again? 

—A realization that the purpose of 
business is profit. In eliminating 
the other fellow’s profits we have 
eliminated our own profits. 


—And how can we change this 
trend? 


—By developing a real respect for 
the other fellow’s right to make a 
profit. Doing business at a profit 
is just as contagious as doing busi- 
ness at a loss. 


Zoe TE 


President 









Partnership:— 


Preparing the Boot & Shoe Re- 
corder is a great work of cooperation 
—greater than the uninformed ob- 
server would believe possible—with 
three general divisions: the subscribers, 
the advertisers and the publishers. 
Each division is necessary; and all 
three are working for the same end, 
namely, the betterment of the shoe 
industry. Working together, they are 
natural allies, with the same mutual 
interests.. Each member of each divi- 
sion should make it a personal matter 
to help his allies in every way. 





BOOT AND SHOE 


RECORDER 


with which is combined The Shoe Retailer 


Established 1882 
Copyright 1931 by the Boot and Shoe Recorder Publishing Co. 


VOL. 99 No. 13 





NEW YORK—JUNE 6, 1931 





IN THIS ISSUE 


THE VOICE OF THE TRADE........... Observations and Comment....... 11 
STIMULATE INDIVIDUAL INITIATIVE 
INGQWEI. ciao eco ecco ncdcstigindoey BG Fo Cr Siiihies cc ccceciseaces 13 
SELLING THE SCHOOL GIRL........... Through a Collegiate Shoe Section 14 
Bic BusINEss IN LITTLE SHOES...... And the Part Style Plays........ 16 
Firty SELLING IDEAS............... For Sports Footwear............ 18 
From THE Epitor’s ANGLE.......... By Arthur D. Anderson........- 20 
Lagpor BAcKs TARIFF PLEA.......... At Hearing Before Commission.. 24 
From EIGHT TO FOURTEEN.......... By Madame Hamilton Jeffries... 26 
WHITE FoR EXTRA SUMMER PalIrs... Forecast in Recorder's Survey.... 32 
Sport SHOES DoMINATE THE What Outstanding Stores Are 
Saying Through Newspapers... 36 


GeRUNIEE Fleo ice 50s cice cnn emeeees 
Price READJUSTMENTS UNSETTLE Demand Stimulated by 
Hostery MARKET ................ NGG AGB ic cco svestcckeus 44 


SANDAL VoGuE MEANS NEw 
PMD BOONE « ciccanoc cccknseerSeees 






In Summer Hostery........++00+: 46 


Seis NRG oi se'snewssnc.ctdies cee Trade Happenings Tersely Told.. 49 


BuSINESS BAROMETER ............+- Changes, Embarrassments, 


NG SIEGE cc ccs ccacwewedivns 69 





EDITORIAL STAFF 


ARTHUR D. ANDERSON, Editor 


Associate Editors 


Owen A. THOMAS Harry F. BAKER Raymonp L, FITZGERALD 
Frep A. GANNON GeorcE E. Gayou 


Harry R. TERHUNE, Field Editor 


Mme. HAMILTON JEFFRIES, Fashion Editor 











WILLIAM M. LEBRECHT, Vice-President and Treasurer 


A. ©. PEARSON 


Published by BOOT anp SHOE RECORDER PUBLISHING CO. 


239 West 39TH STREET, NEw York City 





EVERIT B. TERHUNE, President 
Vice-Presidente: H. WALTER SCOTT, B. C. BOWEN, CHARLES H. FURBER 


ARTHUR D. ANDERSON, Secretary 


Directors of the corporation, in addition the above-named officers: 
Hue M. Bowrn L. 


DutTTon R. L. Swarr 
Division of United Business Publishers, Inc. 









CHICcAaGo 
Republic Bldg., State and Adams St. 
ROCHESTER 
115 Ellwanger and Barry Bldg. 


The subscription price of the Boor AND SHOB RwcORDER is $3.00 for one year, which includes postage in the United States, its possessions and Canada. 
FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $10.00 per year including postage. 


All subscriptions are payable in advance. 


Branch Offices: 


Sr. Louis BosTon PHILADBLPHIA 
1627 Locust St. 140 Federal St. 1201 Chestnut St. 
CINCINNATI 
501 First Nat. Bank Bldg. 


SUBSCRIPTION RATES 


Single copies 25 cents. 








A request for change of address must reach us at least thirty days before the date of issue with which it is to 
take effect. Duplicate copies cannot be sent to replace those undelivered through failure to send advance notice. 
With your new address be sure also to send us the old one, inclosing if possible your address labgl from a recent copy. 





Entered as second class matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the act of March 3, 1879 
Member, Audit Bureau of Circulations; Member, Associated Business Papers, Inc. 



























GOLF SHOES 


IN STOCK ::- 
IMMEDIATE SHIPMENT 


Don’t miss sales for lack of sizes 


They’re Nationally Advertised 


Sports shoes for Summer are fashionable. They 
are cool to the foot and give the wearer that 
“Summery” appearance. 


1931 will go down on record as the biggest 
sports shoe year. There is an acute shortage— 
yet our In-Stock Department has served our 
customers satisfactorily. 


Illustrated are three.of BOB SMART’S big- 
gest sellers. 








Style 0754, one of our sports shoes, was featured 
in the May 16th issue of the Saturday Evening 
Post, from which we received thousands of in- 
quiries. Such popularity must be deserved! 















Write for Bob Smart Catalog 




















b 0833—Broadway 0752—Golf 0750—Collegiate 
No. 0750 Combination Last Combination Last Combination Last 
Beautiful black calf Genuine Callun’s Az- Beautiful brown calf 
and white sport elk, tec calf, finest of and Ohio straw calf, 
cord stitch, leather golf leathers, raised fine leather soles, 
sole, leather heel, A moccasin, Gro - Cord Spring Step rubber 
to D, 5/11. golf sole and heel, B heel, B to D, 5/11. 
: to:D. S/N, 
80 Styles in Stock $3.50 $3.50 $3.50 


Some Styles AAA to EEE 


“They neither crimp your roll—nor cramp your style.” 


BOB SMART SHOE COMPANY, Milwaukee, Wis. 


Pittsburgh Office: 505 Lyceum Bldg. Chicago Office: 1604 Republic Bldg. 
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The VOICE of the TRADE 


W. H. Moulton, president 


of the International Shoe Com- 
pany, says in one short paragraph: 

“In advancing or declining 
markets we have never aban- 
doned a fixed standard of uni- 
form quality in our shoes. 


Because of this, merchants and 
consumers buy our shoes with 
assurance that they are honestly 
made and truthfully represented. 
There are no short cuts to the 
creation and maintenance of 
good-will.” 

Give the public a chance for a 
choice in merchandise, but one 
thing you must not change and that 
is shoe standards and store stand- 
ards. Hold to the character of 
your merchandise and your busi- 
ness or all is lost in the muddle of 
merchandising. 


* * 


Fw sole stranger at a 
bankers’ convention at the Tedesco 
Club in Swampscott was a leather 


man. He had been invited to fill 
in for golf, as well as for dinner, 
both of which he enjoyed. As he 
sized up the field, after the game 
got under way, he noticed that 
every banker player, as he ap- 
proached the water trap, hauled 
the shabbiest ball out of his bag. 
and risked the chance of losing 
that in the water hole—and he in- 
variably did so. 

“So that’s the way of bankers,” 
said he to himself. ‘Well, they’re 
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thriftier than the celebrated Scot 
these days, anyway. Maybe if 
they had a little more courage 
they’d play a better game, and that 
applies to business as well as golf.” 

When this man of leather came 
to the water trap, he hauled a new 
ball, of the most expensive make, 
out of his bag and to his financial 
friends who protested at his ex- 
travagance, he replied: “I’ve got to 
make that shot, haven’t I? And 
the chances are better for making 
it with the best new ball than with 
a shabby worn ball.” 

He made it, and went on with 
the game to victory. ‘You see,” 
he explained later at the club 
house, “if a fellow is going to win, 
he’s got to use the best ball, and 
his best skill and courage—espe- 
cially in an emergency.” 

And all this fits to business as 
well as golf. 


A wager has been 


made, by interested parties, that 
sales of the new sun sandals will 
total to 5,000,000 pairs during the 
week previous to the Fourth of 
July, which is the big week of the 
year for selling summer novelties 
the country over. Some will be 
concerned as to how the bet will 
come out. Others may be amazed 
at the thought of the sale of 
5,000,000 pairs of one novelty type 
of footwear in one week. It fig- 
ures out close to a million pairs a 


Boor 
combining THE SHOE RETAILER, June 6, 1931 11 


day, for big city stores are open 
but five days that week. What’s 
your guess? 

ee oe 


Co Walter G. Eliot, 


who died recently in New York 
City, has left his entire estate, esti- 
mated at $75,000, in memory of 
one of his ancestors, Andrew 
Eliot, the first shoemaker of 
Beverly. The sum of $25,000 is 


to he used for endowing a scholar- 


ship at Harvard University. The 
remaining $50,000 is to be used 
for erecting in Beverly a monu- 
ment in memory of the early shoe- 
maker who served as the first town 
clerk of Beverly and was active in 
the Pequot war of nearly 300 years 


ago. 
oo. 2 


E. P. Brown, chairman 
of the United Shoe Machinery 
Corporation, in his annual state- 
ment to stockholders reported : 

“There was a shrinkage in the 
volume of shoes produced during 
the year 1930-1931 as compared 
with the year 1929-1930 of over 
60,000,000 pairs, and from this it 
readily can be seen that a substan- 
tial reduction in royalties and sales 
resulted with a corresponding de- 
crease in income. 

“We have maintained quality of 
service given to customers, and 
have endeavored to assist them in 








every possible way in carrying on 
during this trying period, and, of 
course, the curtailment of volume 
has made the maintenance of this 
service relatively more expensive 
than during previous years. 

“Also, it has been difficult while 
maintaining our high standards to 
adjust operating conditions to de- 
creasing volume but we have felt 
that more than ever our duty to 
our customers and lessees called 
for cooperation to the very last 
degree. 

“Tt is our feeling, however, that 
compared with business in general, 
we have been exceedingly fortu- 
nate, and are confident conditions 
are such that returning prosperity 
will bring a large volume of orders 
not only to manufacturers of 
shoes, but other lines of industry, 
to restore depleted stocks and to 
meet increasing demands.” 

Common shares earned $3.31 in 
the year ending February 28, 1931, 
against $3.87 a year ago. 

Kaos 


W. E. Buckley, veteran 


shoe man of Houston, Texas— 
whose thrill was riding a fast mo- 
torcycle—is now a realtor in the 
Lone Star State. He surveyed re- 
tail conditions for us and wires 
back this report: 

“All the dealers report business 
good and some better than same 
period 1930, and I am pleased to 
say not one dealer spoke of the 
depression. Business must go on 
as ever, just takes a little harder 
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working and you know labor pro- 
duces results. 

“Grouped our two leading ex- 
clusive shoe stores, and one in the 
lower and medium grades, then 
three of the high grade department 
stores, and three in the chain store 
grades. My findings on the better 
grades compared favorably on the 
materials and patterns, of course, 
the sale and volume is set for the 
next six weeks. 

“Tt is surprising the demand for 
the plain pumps in black kid and 

















“Oh, | say my good chap, would you mind booting me?” 
“Would | mind it? Say fella, | don’t mind tellin ya I’d get a great kick out of it.” 








patent at this time. I saw some 
strap styles in combinations of 
white and black, white and tan, 
white and blue, white and green, 
very snappily patterned—the colors 
in strips, some with just a little 
perforation and others plain. The 
linens, moire and satins are not so 
strong. Seasand is not so good 
and think some of the dealérs will 
start to move them at a price.” 
e 2-4 


. M. Stendal, of 


Minneapolis, Minn., unburdened 
himself with the following keen 
observations : “A woman can fash- 
ion her hat or almost any part of 
her clothing, but give her all the 
wood and all the leather in the 
world, and to save her life she 
could not make a pair of wearable 
shoes. Shoe merchants, therefore, 
have it all over the public, for un- 
less a shoe fits properly fitted, its 
entire usefulness is lost. A shoe 
merchant’s value to his community 
lays in his ability to sell the right 
type footwear to the particular 
needs of his individual trade. To 
know the identical shoe that an 
identical foot requires, requires 
considerable science and artistry.” 


Md 
The purpose of business 
is profit, but beyond that I hold 
in my humble estimation a greater 
goal than mere profit—a success 
established which will endure for 
generations’—a good _ sensible 
breath from the West Texas plains 
from C. H. Reed, Abilene. 
Amplifing this, Mr. Reed said: 
“The biggest problem that I 
have found in the retailing of 
shoes in my years of experience 
apparently is the small item in per- 
centages, but the largest in profits, 
and that is the ability to maintain 
and accumulate into a cash profit 
the difference between gross profit 
and gross expense. This item is 
so often overlooked in the retail- 
ing of merchandise. Volume of 
sales means nothing unless this 
margin is protected. A control de- 
livering facts and figures daily as 
to your gross mark-up and your 
gross expense is so essential that 
unless such knowledge is at hand 
the rapid progress of business will 
wipe away your investment in a 
very short time. In my opinion, it 
is the lack of knowledge as to 
one’s own business that spells his 
failure.” 
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~ Stimulate Individual Initiative Now 


“There must be an awakening of a new 
spirit of confidence but it must be with the 
view of a readjusted scale that fits pres- 
ent conditions. Certainly those industries 
producing the commodities which lie close 
to the necessities of life, such as food 
and raiment, should be among the first to 
respond in the solution of our problem.” 


By C. F. C. STOUT 


John R. Evans & Company — 
Camden, N. J. 


Apart from the declines that 
took place in 1920, it is probably true that never in 
the history of our country have commodity prices 
fallen from such high levels to such low levels in so 
brief a space of time, bringing in their wake the im- 
pairment of capital and financial distress. 

Overproduction, or if we choose to express it other- 
wise, the cutting off of avenues of consumption by 
disturbed world conditions and through the curtail- 
ment of purchasing power caused by unemployment 
and general distressed conditions at home, is re- 
sponsible for the indigestion which has attacked us. 

Some sections of our country suffered the destruc- 
tive effects of floods and droughts, but I doubt if 
these have caused as much distress as the reactions 
that have taken place from our unsound credit ex- 
pansion. We are suffering an economic thrashing, 
largely due to our excesses in capitalization and spec- 
ulation. 

The nation has endured a shock in the evaporation 
of a stupendous amount of synthetic wealth but re- 
mains staunch and rich, in fact the richest nation on 
the face of the earth, and has lost none of its funda- 
mental wealth; its brains, ingenuity, and powers of 
initiative and production. We have the gold, and a 
system of currency issue, to uphold a credit far 
beyond that which we have need of. 

The unequal opportunity to acquire employment, 
or income, in this economic disturbance has deprived 
too many of their means of support with the con- 
comitant effect upon purchasing power. However, in 
a country such as I have described, I cannot conceive 
of these people starving or going without shoes, nor 
can I conceive of a nation, constituted as we are, not 
overcoming the lost equilibrium between supply and 





demand. 
The burden rests upon our individual initiative to Besides being one of the acknowledged leaders of 
hide te bl d th ia abel’ the leather industry, Mr. Stout is a student of eco- 
aici nnel acasur eaeaieecs oan: dnepevplen ier ipschaniien nomic problems and an authority on business and 


[TURN TO PAGE 40, PLEASE] finance. 
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[erming a new sorority for girls, 
“Gamma Chi Phi,”@the Greek letters signifying “Glori- 
_ fying Collegienné Footwear,” securing prominent 
girls from every important university and high school 
in St. Louis to‘act as a reception committee, together 
with a vigorous youthful advertising campaign, were 
headline features in a promotion adopted by Famous- 
Barr Co., St. Louis, in introducing a new shoe depart- 
ment called the “Sorority House,” where footwear of 
the same brand name will be sold. 

The department will specialize in shoes for that 
group of junior misses who will not have to step into 
their mother’s shoes when they abandon little girl 
oxfords. A distinct line designed to follow the style 
trends of smart footwear of the grown-ups will be 
featured in two price ranges, $6.50 and $8.50. 

The-entire promotion was directed at this specialized 
group of young girls possessing a flair for things col- 
legiate and a taste for smart apparel. This market 
was distinctly in the high school and college field, as 
the price range precluded making a general appeal 
which would bring a response from the average girl. 

The entire:series of advertisements was written with 


a background of college atmosphere. Four individual 
ads were planned outlining the new department, to- 
gether with a description of the new sorority. An in- 
vitation addressed to the smartly dressed girls to join, 
flattered many of the “teen” age group into inspecting 
this new footwear department. Perhaps the most im- 
portant bit of promotion which assured a large at- 
tendance was carried in the large advertisement an- 
nouncing the opening, in which a group of girls 
whose names were mentioned acted as a reception 
committee. The girls, selected because of their popu- 
larity, aroused in each school or college a spirit of 
loyalty that brought to the store hundreds of girls, all 
future prospective customers for the type of footwear 
featured in the new department. 

Open house was held on Saturday, the day of the 
opening, with eleven schools and colleges represented. 
A special department on the third floor was designed 
to appeal particularly to the cleverly dressed young 
girl, the motif being decidedly modernistic, with black 
and silver predominatitng. Plaques reproducing the 
seal of every school and college in and around St. 
Louis are hung from the walls. At each entrance 
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there is special marble paneling with the Greek 
letters signifying the name of the department, 
“Gamma Chi Phi,” embedded in bronze. The 
paneling throughout the department is decorated 
with monel metal light troughs, reflecting soft 
illumination through frosted glass panels. The 
display cases are arranged in decorative panels 
at both ends of the department. 


The lighting fixtures and fans 
are distinctively modernistic and constructed in 
chromium effect. The carpet assumes the mod- 
ernistic scheme, being designed in an attractive 
color combination. 

One unique effect that will have a large appeal 
to the younger generation is the furniture follow- 
ing the trend of modernism. The complete de- 
partment is equipped with tubular metal furniture 
upholstered in a variety of coverings. Certainly 
here is a shoe department having a highly special- 
ized problem whose No. 1 job is to gather in as 
much as possible the shoe business of the young 
college miss. The inception of this new develop- 
ment in the retail shoe field will be watched with 
interest, because practically every community the 
size of St. Louis and many larger or smaller can 
support a specialized idea of this character. 


l. is quite apparent that the 
Famous-Barr Co. have gone the full distance in 
their appeal for this business. The advertising 
campaign was beautifully planned, the copy well 
chosen to bring a response in that particular field 
to which it was directed. The department itself 
was built to catch the young miss and everything 
in it will no doubt evoke words of praise from 
the youthful customers, who patronize it. 
If this proves a success, will the next move be 
a similar department for college men? One can 
easily visualize worth while possibilities in the 
promotion of young men’s footwear through a 
collegiate footwear department. What store will 
try it? 
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How a St. Louis Store Appeals to That Group of Modern Girls 
Having a Flair for Things Collegiate 
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The Younger Set is going to fall hard for Sorority ‘House Shoes 
s+» they're a step in the night direction! No longer will Junior- 
Misses have to step into their mother's shoes when they abandon 
little girl oxfords. Sorority House Shoes are sized for the Sub- 
Deb... they follow the style trends of grown-up fashions, but 
they're distinctly “ieune fille” in-inspuration... wearable and 
smart! Visit the newThird Floor Shop, Saturday... you'll love it! 


OPEN HOUSE SATURDAY *e+* ALL DAY 
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YOUTHFUL MODES FOR SPORTSWEAR STREET AND DRESS STYLES 
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FAMOUS-BARR CO. 
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Big Business in Little Shoes 


Boys and Girls Nowadays Seek Style First in Foot- 
wear—and There’s the Shoe Store’s Opportunity 


Sie children’s business is 


suffering because manufacturers have not kept pace 
with changing demands. They keep feeding the trade 
meat and potato staples while the smart little patrons 
cry for ice cream and cake. 

That statement carries weight, for it comes from 
one of the most successful buyers of children’s shoes 
in the country and from a store where children’s shoes 
are not a side line but an important major activity. 

“This does not apply so much to the small sizes,” 
the buyer explains, “but mainly to lasts, heels and pat- 
terns for the nine-year olds and over. 

“The girl of that age, still in misses’ sizes, wants 
an inch heel. At ten she demands 10/8 or more. By 
the time she is thirteen she insists on 14/8 to 16/8 
heels. She craves pretty shoes. She ‘just loves’ the 
patterns and materials in women’s shoes, but their 
narrow toes and longer vamps don’t appeal to her 
at all. 

“However, in the round toes and medium vamps on 
which her heart is set we cannot show those appealing 
patterns. They are simply not to be had. Many 
manufacturers have even been too conservative to put 
in real sub-deb lasts with high enough heels. 

“All of which applies only to dress types, for I am 
able to buy possibly 85 per cent of my oxford needs 
out of stock—in very satisfactory styles, too. 

“In fact, the sport oxford craze is proving to be 
the big boom this year. Approximately 40 per cent 


of our sub-deb business is sport oxfords, practically 
all in crepe or gristle soles.” 

The store in question concentrates the bulk of its 
sport shoe business in the junior department. It finds 
the sub-deb sport styles well suited to women and a 
large proportion of them are sold to grown-ups, 
whereas, the women’s sport styles don’t appeal to the 
youngsters. 

By the way, this store uses the term “Junior De- 
partment” instead of “Children’s,” and “Sub-Deb” 
instead of “Growing Girls.” When referring to 
“Growing Girls” or “Big Girls” they mean flat heel 
misses styles up to size 4. Those new names look 
better in an ad and make the children feel their 
own importance. 

Besides being too commonplace in style, most in- 
stock shoes are not carried in narrow enough widths 
for a children’s business of this type. Therefore, the 
bulk of the buying is done on the old-fashioned antici- 
pate-your-season’s-needs-twice-a-year plan. 

The rush in children’s shoes comes at school open- 
ing and Easter, so the buyer peaks his stocks just. 
prior to these dates, rather than having good drib- 
bling in evenly throughout the season. “If new chil- 
dren’s styles came out in mid-season, as do women’s, 
this twice-a-year buying would not be so practicable,” 
he says. 

“Of course in my advance buying I lean toward 
stock styles wherever possible, but I don’t turn down 
a pretty shoe for a homely one just because the latter 
may be in stock. 
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“If I did, then our junior department would be 
just another corner in the store, instead of a real asset 
and a foundation on which we are building a perma- 
nent business. 

“Let me add my bit to the recent discussions of 
size runs. Occasionally I have bought 124 to 3 runs. 
Too often the 214’s and 3’s were left over. The styles 
seemed too ‘kiddish’ at the larger end. 


Md 
We used to buy some 21% to 6 


strictly growing girls flat heel shoes, and here also the 
farger sizes refused to sell—except to the occasional 
overgrown youngster. There seems to be a place 
from 2% to 4 for a run strictly in between misses 
and sub-debs, though both 34 and 4 seem to be drift- 
ing into the higher heel types. 

“Then in our sub-deb sizes we go light on 214’s and 
3’s, heavy from 4 to 7, then light up to 9’s, with a 
surprising quantity of long sizes in narrow widths. 
Really the heaviest selling is around 6 and 61%, AA 
and AAA. 

“By running our big girls flat heel shoes in with 
the misses, we are in a position to buy snappier styles 
for the sub-deb section. This is because we are not 
trying to cover the 10 year old and the 14 year old 
all in one style. There is a great field for real sub- 
deb styles, separate and distinct from women’s styles 
and from big girl’s styles. 

“Regarding price lines we have made scarcely any 
changes in recent years on the 
smaller runs, under 2s. Last year 
in response to some seeming pres- 
sure, we put in some lower prices 
in the larger runs. 

“We found these lines acted 
mainly as shock absorbers. They 
‘stopped the call’ as it were, but did 
not sell particularly well in them- 
selves nor did they retard the sale 
of our regular grades. 

“In our basement department we 
have not done especially well with 
‘plain ordinary cheap shoes,’ the 
kind that can be bought anywhere. 
Special sales pull better there and we stage these 
whenever we can get the goods. 

“Boys shoes—well, I’ll admit price cuts more of a 
figure there and style matters less. Which makes 
them harder to merchandise in a satisfactory way. 

“Furthermore, the boy just naturally grows up and 
out of the junior department sooner than the girl. 
When, at the age of 13 or 14, he gets beyond size 
six he is immensely tickled to get into ‘real men’s 
shoes.’ All we need do is to have them in the men’s 
department at the proper price. 

“But the girl of 13 simply won’t look at ‘those 
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horrible old lady shoes with the pointy toes.’ Sub- 
deb girl’s shoes have no corresponding place in boy’s 
shoes. 

“Yet a strange paradox exists there. When the 
young lady arrives at the advanced age of 13 or so, 
she begins to resent being classed as a mere child. 
If the floor man makes the grievous error of directing 
her to the children’s department she is liable to wither 
him with, ‘Oh, I don’t belong back there where they 
sell babies’ shoes.’ 

“Nor will she stand for being classed as a woman. 
The name sub-deb strikes her fancy exactly. 


4d 
So we try to seat all these true 


sub-debs in a space rather between the junior depart- 
ment and the women’s. Many of them like to be 
fitted by their regular junior department clerk, but 
others feel quite complimented to be waited on by 
one from the women’s department. 

“Of course we encounter the age-old difficulty in 
getting the men’s and women’s salesmen to ‘fool 
around with children’s shoes,’ even in a pinch. How- 
ever, the establishment of a definite sub-deb section 
has done away with much of this. 

“These shoes save many a sale in the women’s 
department. The customer doesn’t feel she is buy- 
ing children’s shoes, nor does the salesman feel he is 
selling children’s shoes.” 

The store is very emphatic in its policy of staging 
only two sales a year. They are 
big, drastic clearances at the sea- 
sons’ ends, while dignified, normal 
merchandising is carried on during 
the regular selling season. 

On the main floor the junior de- 
partment semi-annual sales al- 
ways precede the women’s, opening 
usually on July 5 and Dec. 26, 
since children are then out of 
school. Post cards sent to the 
children’s list bring a great re- 
sponse. 

The junior department appears 
in the newspapers only on Friday 
The bulk of the advertising money goes into 


night. 
novelties, and every child that comes into the store 


goes out with a gift bearing the store’s name. “It’s 
gieat stuff,” says the buyer. 

For the tiny tots the most popular are cumbacs 
costing 5 cents each, and wooden animal toys on 
wheels at 6 cents. Then come balloons at $28 per 
thousand and feather caps at 4 cents each. 

For children a little older the following gifts are 
listed in approximately the order of their popular- 


ity: 


[TURN TO PAGE 60, PLEASE] 
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SILK HOSE 79¢ 
THE LATEST SHADES 
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Macy’s proved the point, quickly and easily 

by showing a whole row of hose, ranging 

from light to dark, all in order over a low 
section of compo board. 
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Amity Shops had a window-long pene! 


screen, with a roughly sketched map of 
Long Island extending the whole length. 
Golfers, boaters, etc., were sketched. 





Fifty Selling Ideas for 


Practical Sales Promotion Pointers in 


dd 
Bridge shoes that score high for 
summer afternoons’—Show afternoon shoes on a tilted bridge table with 
cards. Add on the card “So comfortable you’ll never see them kicked off 
under the table.” 

Under a reading glass; arranged at an angle so that a person can look 
through it from outside the window, the message, printed very small: 
“Prices are smaller now than they have been in years.” 

“The sub-deb wants style in her shoes—we have it, plus perfect foot pro- 
tection.” Show summer styles for the sub-deb. 

The Wedding March—place the shoes of the bridesmaids, ring bearer, 
flower girls, bride and groom and the clergyman and best man in their proper 
positions, using a carpet strip, palms, etc., as though the wedding were 
taking place. 

A big sun umbrella and lawn furniture on green “grass” will make an 











Macy makes novel, effective panels by 

pasting shiny, colored oilcloth on compo 

board panels to form designs. Colored 
paper is available that works well. 























series of “eyelets” cut out in which were 
shown shoes in eyelet designs. Every store 
has compo board panels. 


COME OUT AND PLAY 


att fre 








Stern cuts the invitation out of compo 
board and uses it in blue, brown and red in 
a series of windows for vacation clothes. 


excellent setting for sport shoes for 
all. 

A Ridgewood, N. J. store has 
small three section screens, about 
three feet high, with small oval 
shelves attached to each cross bar 
—two on a section. Shoes are 
shown on the shelves. 

“Figure the savings!” — on a 
slate or card, the original price, the 


“sale price and the saving, like a 


youngster’s arithmetic problem. 

“For office or outdoors — cool 
double-duty shoes” — show typical 
styles. 

“Just the right weight for sum- 
mer.” Shoe in on side of balance 
scale—the word “summer” cut out, 
on the other side of scale, weighted 
to balance. 

On a slightly elevated white plat- 
form, spectator shoes with the sign: 
“Shoes for the Gallery.” In front, 
on green decorative grass, sport 
shoes with the sign: “—or the 
game.” With these, a_ sign: 
“Swanky suggestions for the sports 
girl.” 

Mount newspaper ad on compo 
board, with ribbons running from 
shoe illustrations to the actual shoes 
displayed. 

For Flag Day, June 14, a four or 
five foot white flag pole and small 
flag in the center of the window, 
the flag blowing in the breeze of a 
hidden fan. 

A Philadelphia store says: “Look 
to your colors, Playgirl.” Change 
to: “Look to your Footwear,. Play- 
girl.” 

Place a toy train, boat, and auto, 
at angles from a display card read- 
ing: “Shoes for the week end trip.” 
Have a top aeroplane suspended 











Golden Rule creates colorful atmosphere 
with big travel posters mounted on rather 
large panels against a neutral background. 


This panel 
1s changeable 








Lord and Taylor have their window set- 

tings arranged so that a complete new 

effect can be had by nanan the back 
panel. 





YMA 








Macy’s stretched unbleached sheeting 

across the back of big green “signboard” 

frames, and lettered the sale message with 
artist’s green chalk. 


Boot AND SHOP RECORDER 
18 combining Tum SHop RETAILER, June 6, 1931 

















Sport Shoe Windows 


Handy Form for Busy Shoe Merchants 


over the card. Show shoes for travel, dress and sport. 
Have a small card set in a ventilated shoe with the message: “It’s COOLER 


inside.” 


Group summery shoes around a card bearing a thermometer and the word- 


ing: “When it’s HOT, they’re NOT!” 
On a framed panel, pictures of local sports events and people. 


a display of men’s sport shoes. 


Before it, 


Active Sporting—Spectator Sporting—Tea at the club. Let us outfit you 


with the right shoes for every costume. 


(Adapted from McCreery card.) 


The same old sand—the same old beach—but the very newest of beach 


shoes are worn this summer. 


(Adapted from McCreery display.) 


Shoes set end to end, in pairs, diagonally across window, with a sign read- 
ing: “Summer’s footwear fashion parade starts here.” 
“Fashion says: White with COLOR” and each letter of word color in a 




















Saks’ 34th showed dimity dance frock on 

figures wearing moire slippers before a 

background of dark blue “sky” glistening 
with silver stars. 

















John Ward has a big, round, felt covered 

“green” with a row of 9 golf shoes across 

the top of it. Each has a little numbered 
marker. 





1WE HAVE SELECTED THESE SHOES 

















Saks’ 34th Street said: “We have selected 
these shoes for—walking, riding, golf, 
tennis, garden, spectator, sports, traveling, 
yachting, touring, town. 
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different color; White shoe with 
matching color trim before each 
letter. 

Imitation diploma, mortar cap, 
and dance program grouped on a 
display stand with graduation and 
party slippers. 

A green “hill shaped” card with 
the message: “UPHILL or 
DOWNHILL, here are shoes for 
a good springy gait.” Show hiking 
and walking shoes. 

Chic, cool, cut-out sandals with 
beach or sports clothes, with pa- 
jamas, with afternoon and evening 
frocks. Show them on a big imi- 
tation clock dial with hands and 
numerals, white or green — “San- 
dals for every hour of the day.” 

Stern’s shoes photos of mesh 
hose drawn over the hand on the 
counters. They say “Mesh hose in 
lisle—the sports sensation of the 
season—for tennis, golf, travel and 
spectator wear. 

Franklin Simon’ uses artificial 
grass, as many stores do, but they 
cover a small area with tan bark 
and place a golf ball on a tee, a 
figure holds a driver. It could be 
laid down, when there’s no figure. 

Show a group of linen shoes with 
a card reading: “LINEN SHOES 
—cool and charming. Lacy linens, 
meshy linens, coarse and fine linens, 
to wear with the popular linen 
frocks and hats.” 

On a white card paste a moon of 
blue paper. “Men,— here’s value 
you'll see once in a blue moon!” 

Show children’s shoes on large 
square blocks lettered P-L-A-Y and 
TD-R-E-S-S, a block for each letter. 

Place a bridal bouquet with a 
group of slippers. 
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1 ,"RAMBLERS 


for running around 


2 *PRINTO” 
Young fast stepper 
I I 


4 “STEPPER? 





























covering multitudes 
I I 





Lanson featured their “Wentries” in the 
summer fashion race, giving each of 9 
models a name and description. 





Tue Sporting Inne lo Wear. 
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GOLF BEACKI TENNIS 














Russeks showed the sporting thing to wear 

in groups of three appropriately dressed 

figures back of the three signs of cut-out 
wood letters. 
































Best used a background of vacation photo- 

graphs enlarged to 3 x 5 feet, approxi- 

mately, for a display of apparel. “For Boy 
or Girl at camp or mountain.” 























1. Miller draped summer fabrics from three 

small hoops, allowing them to sweep across 

the window floor. A blue print, a plain 

green, a pink and white print, each had 
appropriate shoes. 
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RES pofes Et fe 


Touts ae yo men and women are 
placed on the “sand court” in playing posi- 
tion. Spectator sport shoes are grouped 
casually on the “grass” around the court. 
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LOSE your public— 
and lose your busi- 
ness. You may not 
like change or 
changes, but the most 
constant factor of 
» the American public 
is its inconstancy— 
change. If your business depends 
upon public favor and public custom, 
you must recognize and respect the 
tenor and tempo of the day. And if 
your business is built upon merchan- 
dising, you must anticipate it. 

There is an old Indian proverb 
which says: “Fool me once—shame 
on you. Fool me twice—shame on 
me.” It is particularly applicable to 
the big issue as to whether the Amer- 
ican Shoe Store should change not 
only its prices but its standards and 
in that change to go still further and 
swap shoe sources as well. When a 
famous store discards last, pattern 
and craftsmanship from a source 
pleasurable and profitable these many 
years and “chisels” a new set-up, it 
faces a change of public, for the new 
shoes are different shoes—a change 
often so great that even if the eye of 
the customer is deceived, the foot 
soon finds out the difference. 

In twenty months, compromise has 
followed compromise because of 
emergency. But now we are on the 
threshold of consideration of a new 
season and merchants must decide 
“shall we hold our standards or shall 
we change all for the sake of 
change.” 

If this were a problem of only a 
store or two, here and there, the sub- 
ject would have no major impor- 
tance, but in view of the fact that an 
industry must start a season anew, 
it becomes the paramount issue of 
the day. 


Change 
Everything 
Except 
Standards 


_ 


Chains on THE battle is 
on between 


the Defensive 
legislatures and 


é chain stores. 

The moment the 

decision was rendered by the Su- 
preme Court—the conflict started in 


Indiana, North Carolina, Ohio and 
Illinois. In a way, the chain is in it 
—for it has built up little of friend- 
ship in legislative halls. 

As a method of merchandising, the 
sale of shoes through chain stores 
and sale of other commodities will 
continue and will increase. Legis- 
lation will not destroy the chain. It 
is far too efficient an instrument of 
merchandising to be destroyed by 
taxation. 

Its grief will come from within for 
some of the cunning that was former- 
ly applied to shrewd buying is now 
being used in publicity and merchan- 
dising and borders on the edge of be- 
ing tricky practice. 

Some chain organizations are de- 
stroying themselves in their impa- 
tience for volume. But the chain 
that has a steady man in control who 
is constant, as well as competent, in 
his courage to stick to high standards 
in merchandising service—that chain 
will live and prosper. Chains must 
learn to become more a part of their 
separate communities—even to use 
local banks not just as transfer 
points, but as business agents. Chains 
must learn to give some individuality 
to local merchandise and local man- 
agement. A cog in the wheel a 
thousand miles away from central 
control must become less machine- 
like and more human in at least one 
out of ten of the factors that go to 
make up the operation of a store as a 
place of business. That’s not too 
much to ask—one factor out of ten 
that is variable from the machine- 
like precision that gives to this form 
of merchandising its name. 

We expect to put in the RecorDER 
all the arguments pro and con on the 
subject of chain legislation and it 
would profit every man in the shoe 
business to keep his eye on the RE- 
CORDER week by week for develop- 
ments. Our natural first interest is 
with the independent retail shoe mer- 
chant. We are in fact and in deed 
his partner; but we are not blind to 
the place and importance of the chain 
store in distribution. 
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The modern ways of merchandis- 
ing deserve honest, frank and open 
discussion and this you will get in 
each and every issue of the RECORDER. 


Hail to WITHOUT _ the 

stimulus of sports- 

Sportswear wear, this season 

> would be drab in- 

deed in footwear. 

No one division of merchandise is 

more favorably placed in the sun this 
year than footwear. 

The industry was remarkably well 
forewarned and forearmed for the 
new business. Every since the Styles 
Conference of last November, the 
movement has been growing toward 
new and novel ideas in footwear for 
the summer season. 

In all probability, the record sales 
days of the season were just prior to 
Decoration Day. That healthy start 
in the sale of strictly summerish foot- 
wear is indeed a happy omen, for the 
full month of June makes possible 
the sale of at least one summer 
novelty to every man, women and 
child able to desire and pay for a wel- 
come change in footwear. 

Fortunate is a trade that encour- 
ages an opportunity so pleasurable 
to the public and, we hope, profitable 
to the store. The styles this summer 
in ventilated footwear for all man- 
kind, in sandal footwear for all man- 
kind and in extra footwear for all 
mankind, have encouraged stores 
everywhere to venture into new 
things good in season, without carry- 
over. 

The RecorpeEr’s major helpfulness 
was in the “open promotion” in the 
issue of May 9, in which we outlined 
a plan for merchants to consider defi- 
nite sports promotions built around 
short and compact lines salable with 
speed and certainty. Our compli- 
ments to the trade for seizing the op- 
portunity and giving a refreshment 
to all apparel merchandising. 

We hope to report the greatest 
number of pairs of sport shoes ever 
before sold in a six weeks period 
at retail. 
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Our Moccasin Lasts give ample toe 
room. 












Buster Brown 
Tread Straight 
Play Oxford 





“as 






ead" v Full Grain Elk, = ia Blucher Play Oxford, un- 
Flex-Dri outsole, we! 

Misses" * < inch rubber heel A, B, C, D, 11% to ++ 

Child’s, Spring rubber heel, B, te = 8% t , 3) We 25 

Infant’s, Spring heel, B, C, D, Ry oes Waele Haus 18s 


F955—Same in Coffee Full Grain Elk, same sizes and prices. 






















Buster Brown 


Play Sandal 





¥898—Java Full Grain Elk, Imitation Moccasin Play Sandal, Flex- 
ri co welt. 

» % inch rubber heel, B, C, D, 1114 to 2..... = 

Child's, Spring rubber heel, C, ». "8%  ) as 1.85 

Infant’s, Spring heel, D, 5 to 8...........-+eeeeees 1.65 


F899—Same in Cork Full Grain Elk, same sizes and prices. 
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Put summer pep 
into your children’s department 











Buster Brown 


Play Shoes 


in stock 


"Tuere are play shoes and play 
shoes—and a wide margin of quality be- 
tween. The difference in price is slight, the 
difference in appearance, quality and fit is 
tremendous. 


e e o Sd 


Most mothers know this—and will have 
only the best. You can put Summer Pep 
into your children’s department with Buster 
Brown quality play shoes. Highest quality 
welt construction—foot fitting lasts with 
ample toe room and narrow heels—fine, long 
wearing leather—Buster Browns are Play 
Shoes that build business. 


Order these shoes today— 






Www Danos Gowngainy, 


Manufacturers St. Louis 
BS-340 



















The NIODERN SHOE 9 


com ypleles the costume 








ARS 
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WSTLELOTL IZ: 


The WAODERN HEEL 
com pleles the shoe 


[N THESE days of costume coordination, footwear 

plays a very significant part in the “ensemble’’. It 
becomes essential to match the shoe to the costume —the 
heel height and silhouette become important style factors. 
Although Cuban and low Louis heels have the call for 
informal daytime wear, the formal costume demands the 
higher heel. Models, impracticable to duplicate by other 
methods, are accurately reproduced by Mears, for ex- 
clusive machinery enables Mears to reproduce with me- 
chanical precision all heel models. The graceful lines and 
curves that give the model individuality are faithfully re~ 
tained; the inaccuracies of hand methods are eliminated. 


Women prefer Wood Heels because they 
are lighter and have graceful lines. 


FRED W. MEARS HEEL COMPANY, inc. 
AUBURN, ME. - COLUMBUS, O. - ST. LOUIS, MO. - AUBURN, N. Y. 
Associated Companies 


Conway Wood Heel Company, Conway, N. H. 
_ Merrimack Wood Heel Company, Salem Depot, N.H. 
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Labor Backs Shoe Tariff Plea 


“Employment Conditions in the Industry Described as 
“Chaotic” at Hearing Before Federal Commission 


wv VW 


Washington, D. C.—The hearing before 
the United States Tariff Commission May 26 on 
Senator Borah’s resolution directing the commission 
to investigate the differences in cost of production of 
shoes made in the United States and those made 
abroad produced only one opponent to an increase in 
the present tariff. 

The lone opposer of any change in the existing 
duty was Charles H. Jones of Boston, president of 
the Commonwealth Shoe and Leather Co., who ap- 
peared as a representative of the New England Shoe 
and Leather Association. 

While the Czechoslovakian shoe manufacturers 
were represented by counsel no effort was made to 
present evidence at the hearing. P. J. McCumber, 
of counsel for these interests, said the case had been 
given to him only a few days before the hearing and 
there had been no time to prepare evidence. He said 
his clients would rely on a brief to be filed later in 
which they would present their arguments. 

Chairman Henry P. Fletcher told Mr. McCumber 
the best cooperation his clients could give the com- 
mission would be to help the commission’s agents 
when they visited Czechoslovakia to obtain data show- 
ing shoe production costs in that country. Mr. Mc- 
Cumber promised the chairman that cooperation 
would be forthcoming. 

The proponents of the increased tariff were mar- 
shaled before the commission by Representative Wil- 
liam P. Connery, Jr. of Lynn, Mass. Mr. Connery 
told the commission there was much unemployment in 
Massachusetts. Because the shoe industry is a major 
industry of that state, he said, a higher tariff which 
would check foreign competition would be a great help 
to workers in Massachusetts. Most of the unemploy- 
ment there, he maintained, is due to competition by 
foreign manufacturers. John J. Mara, international 
president of the Boot Shoe Workers’ Union, declared 
a “deplorable condition confronts the workers of 
America, particularly those in the shoe industry.” 
Mr. Mara presented the commission with statistics 
showing the comparative labor costs in the United 
States and in Czechoslovakia. The approximate labor 
cost of a pair of shoes in the latter country, he said, 
is 28 cents, compared with 90 cents to $1.10 per pair 
in this country. ; 


» 


“Our present tariff amounts only to approximately 
40 cents per pair of shoes,” Mr. Mara said. “We 
would need a duty of about 72 cents a pair to equalize 
the labor costs alone. To equalize all costs we would 
need a duty of approximately 87 cents per pair.” He 
advocated a tariff of 60 cents per pair, which, he said, 
would be the amount arrived at by using the Ameri- 
can selling price. Even so, he pointed out, this would 
not equalize the labor costs. 

Under the so-called flexible provision of the tariff 
act, the President is prohibited from increasing or 
decreasing duties established by the tariff act of 1930 
by more than 50 per cent of the present duties. 

Michael Flynn, of the American Federation of 
Labor, told the commission that labor heartily ap- 
proved efforts of the manufacturers to obtain a higher 
tariff on shoes. 


Present conditions in the Massachusetts 
shoe industry were outlined by Robert J. Watt of 
Lawrence, representing the Massachusetts Industrial 
Commission. He said the industry was in a serious 
condition and that wages ard the number of employes 
both had declined within the last three years. 

William O. Attwill of Lynn, representing the Hav- 
erhill Chamber of Commerce and the Lynn shoe man- 
ufacturers’ tariff committee, gave the commission an 
outline of imports of shoes, the volume of business of 
American shoe manufacturers and prices. 

He and Commissioner Edgar B. Brossard engaged 
in quite a discussion as to what year the commission 
should use in ascertaining the comparative costs. Mr. 
Brossard said the commission probably would have to 
use 1930 as an average year. He said it was impos- 
sible to obtain samples of foreign-made shoes for 1929 
or any earlier year. In fact, he said, many domestic 
manufacturers have no 1929 samples. 

Mr.-Attwill said he thought the commission would 
get a fairer picture of the industry if it would use 
1929, taking the entire year’s production. 

Pointing to samples of some 50-odd pairs of shoes 
ranged on tables before the commission, Mr. Attwill 
said he didn’t believe such a small number would be 
representative. He pointed out that manufacturers 
made hundreds of different styles of shoes in every 

[TURN TO PAGE 40, PLEASE] 
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C Vlew Ideas 


"famion Shoes 
... including 


sia nter -Related 
plan of SIZCS... 


Burvers and 


merchandise managers who are responsible for the suc- 
cess of better grade Junior departments will be greatly 
interested in the Wm. B. Johnson Inter-Related plan of 
sizes, which overcomes the arbitrary break between 
different size runs. Each run graduates perfectly into the 
next. Each size and half size has correct length and 
width proportions for correct fitting. 












Other features are metatarsal elevations, broad, full 
tread lasts, narrow heels, and snug, raised arch design. 






The Wm. B. Johnson line of Junior shoes includes a very 
comprehensive showing of patterns in straps, ties, sport 
oxfords and service types—all new—all with a dis- 
tinct touch of individuality, that is heightened by the 
high standards of materials and shoemaking. 










Salesmen are now in the field. 













% 4 
@) AS 
%e AND gun” 


— Ve.B febuson Shee Co 


imatnkwanene » » DIXON, ILLINOIS 
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From Light to Fourteen 


Season’s Trends in Styleful Footwear 
for Modern Maids and Misses 


By MADAME HAMILTON JEFFRIES 
Fashion Editor 


Yeu who travel every minute of 
the day are sometimes a worry to the shoe man as well as to the mother. 
Feet that never stay still must be provided with shoes of correct pattern 
having good linings as well as excellent sole and upper stocks. 

Elk finished leathers still enjoy high favor for the youngsters sum- 
mer “all about” footwear and, of course, the moccasin toe is always 
demanded. For popular price daytime footwear tricky stitching and 
odd strappings appeal to the child as well as to the mother. The illus- 
tration at the left is a popular pattern. 

The black patent leather center strap on a slightly different last is 
a shoe that registers for every occasion. The center buckle is preferred 
because of the dressier look and the exceptional fitting quality of this 
type of shoe. 

The character of children’s dressing is changing and with the softest 
of pastels and beige colorings being made into children’s garments, 
shoes for parties and dress occasions must reflect the new apparel trend. 
Consequently the bronze one strap for dressy exclusive wear is finding 
acceptance in almost every high grade shoe shop. 

The older girl is enjoying the inch heel oxford and for metropolitan 
district this tie is finding ready acceptance. All over russia or combi- 
nations form the materials for this type of shoe. 

The rubber soled moccasin is a necessary shoe. Many organizations 
such as the scouts and campfire girls have special patterns for this type 
of moccasin footwear. 

Elk again comes into play and in combination with a medium brown 
calf is an excellent combination for the growing girl. The 12/8 heels 
and higher shank lines take all the clumsiness away from the length 
of the pattern. 

A new note in metropolitan styles for the young 
is Congo kid and gray brown linen in light weight 
welt. Some manufacturers believe that light welts 
will feature as a construction for town kidskin foot- 
wear. This shoe is trimmed with a sharp 
angle line on the quarter and styles a 
higher heel that is usually detailed in 
big towns. 











Moccasins, strap pumps and smart 
oxfords are all in the summer foot- 
wear picture for girls and misses. 
Tricky patterns and smart stitch- 
ings, trimmings and decorative 
effects enjoy high favor. 
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® 
IN YOUR OPINION 


as owner, manager, buyer or salesman 
of a retail shoe store 


WHAT IS THE ONE 
MOST IMPORTANT 


consideration in selecting a line of 
men’s shoes to retail at five dollars 


@ 


That’s the question 
@ 


FOR THE BEST ANSWERS 


ee 


JOSEPH F. CORCORAN 
SHOE COMPANY _ 
~ BROCKTON, MASS 
WILL AWARD 


ONE HUNDRED 
DOLLARS 
in prizes 
$100 
x 


o]<e ee ee eee on on oe 


JOSEPH F. CORCORAN 
SHOE COMPANY 
BROCKTON, MASSe 


Some territory available to high class salesmen. 


———- 
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CONDITIONS 
OF THE 


CONTEST 


Only persons connected 
with or employed by a retail 
shoe store or department 
may enter 


Entries are limited to one 
answer by each contestant. 


Entries must not exceed 500 
words and must state name, 
position and retail connec- 
tion of contestant. 


State clearly the one most 
important consideration in 
selectingaline of men’sshoes 
to retail at five dollars, and 
the reasons why you consid- 
er it the most important. Be 
specific and avoid such gen- 
eral terms as “style” and 
“quality”. 


2s 
All entries become the prop- 
erty of the Joseph F. Corco- 
ran Shoe Company. 
a 
Entries must be mailed not 
later than midnight on July 
15, 1931. 
» 
The decision of the judges 
will be final. 
8 
The results of the contest 
will be published in the July 
25th issue of the BOOT 
AND SHOE RECORDER. 


o 
PRIZES 


First . ‘ - $50.00 
Second We 25.00 
And Five Prizes of Five 
Dollars each 
And to Each of the Next 
Five a Pair of Cor-Cor 
Sports Shoes 





“Fuse T ast Chance 
Wlustrate what 


ECENTLY Neil Livingstone, who 

operates a very successful Brown 

Plan Shoe Store at Helena, Mon- 
tana, sent us a very interesting railroad 
pamphlet, illustrating and telling about 
scenes and events in and around Montana’s 
capital. It was sent in the nature of a lure 
and invitation to spend a vacation there. He 
recommended that it be perused carefully to 
appreciate all the advantages, and jocularly 
admitted that he had himself learned a lot 


from it! 


The pictures of Last Chance Gulch which 
are reproduced, were part of the circular, and 
illustrate very graphically the change that 
has taken place within the memory of some 
citizens still living there. 


Mr. Livingstone sees in those pictures 
of Last Chance Gulch, an object lesson on 
retailing. His comment is interesting. “Last 
Chance Gulch isn’t what it used to be. Per- 
haps not so romantic, but very much more 
modern and orderly. Why isn’t that a good 
illustration of ordinary methods of shoe re- 
tailing contrasted with the Brown Plan? 
Just take a look at those pictures and you'll 


get what I mean.” 


Before starting his Brown Plan Store in 
Helena, Mr. Livingstone had for five years 


Mr. Nett LivINGsToNE 











The spacious, attractive, perfectly ar- 
ranged interior of Livingstone’s Buster 
Brown Shoe Store on the “Gold Block” 
in Helena. 


operated under this plan at Coeur d’Alene, 
Idaho. His ability as a retailer and the 
efficiency of Brown Plan methods are illus- 
trated by the fact that he got 100 cents on the 
dollar for his stock when he sold out there. 
His present business was started in April, 


Boot AND SHOE RECORDER 
combining THe SHOE RETAILER, June 6, 1931 - 








. 





(sulch pictures 
[ mean - 


1930, and has been a source of real 
satisfaction to him. 










Brown Plan retailers are all inde- 
pendents. They pay no dues or fees 
to any organization. However, a 
headquarters staff of retailing 
specialists is maintained for their 
benefit by Brown Shoe Company. 
This staff conducts research to 
improve merchandising methods, 















plans operations, and is always 
available to help solve any problem 










that comes as Last Chance Gulch was a picturesque 
place in the old days. Can’t you see a 


The Plan is open only to better couple of old-timers standing on one of 
the modern business corners that have 


class retailers who have the essen- replaced the old scene, exchanging a lot 
of “Do you remember whens”? 








tial qualifications of good personal 





character and ability, a_ satis- 






to finance their operations without help from 
Brown Shoe Company. Given the additional 
advantages that come with the Brown Plan, 
such retailers find it much easier to make the 


factory location, and ample capital 








percentage of profit to which they are en- 
titled. 













Ask the Brown Shoe salesman to tell you 
the detailed story of the Brown Plan, or 
write to us, direct. 







Trew Suoe Gouwsgasay, 






One of the windows of Mr. SAINT LOUIS 
tavingnone ek at Manufacturers of shoes for everybody for every occasion, 
tively trimmed, scientifically i 2 

including Brownbilt TREAD STRAIGHT Shoes for men, 





illuminated. Such. windows 
are real salesmen. 





Brownbilt TREAD STRAIGHT Shoes for women, and Buster 
Brown TREAD STRAIGHT Shoes for boys and girls. 












Boot AND SHOB RECORDER 
combining THE SHop RETAILER, June 6, 1931 29 





PEERLESS|I 


A SPECIALIZED 
LINING STOCK 


T has been 

| our experi- 

ence in working with our customers that 
shoe manufacturers desire a different char- 


acter of leather for the lining than the 
outside. 


Many of the best features of “outside” shoe 
leather do not meet the requirements for 
lining stock. 


A firm texture is a basic lining leather re- 
quirement—for that means a flat smooth 
grain with no wrinkles to be ironed out. 


—and also a clean non-fibrous or spongy 
edge trim. 


Yes, a perfect lining stock—is a distinctly 
specialized proposition. 


And the extra sales value of such a lining 
cannot be overestimated. 


Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, June 6, 1931 . 





LINING KID 


Note these special facts about 


PEERLESS KID 
LINING 


Made in one special tannery. 
Made by one special crew of workmen. 


Made of one specially bought raw stock used 
only for PEERLESS KID LININGS. 


Tanned by a special tannage that gives a firm 
yet mellow texture. 


ee LINING COLORS 
—a clean non-fibrous edge trim. 


—an especially uniform run of color. 


COLOR 19 ~Pe 
Gray 


COLOR 2B@ ~ Parchment 


From start to finish we neglect nothing that will 
assure the best and most consistently depend- 
able quality linings. 





JOHN R. EVANS & CO. 
CAMDEN NEW JERSEY 
= AND ALL POPULAR 


CINCINNATI ST. LOUIS 


MILWAUKEE ROCHES PASTEL SHADES 


MILWAUKEE ROCHESTER 


Standardize on 


Cvans Brande 
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hite for Extra Summer Pairs 


Kids and Fabrics Neck and Neck for Coming Weeks 


Apparently kid and fabric shoes 
will run a close race for the lead in the material field 
for the next six weeks selling. The extra pair sales 
that will be made through extensive acceptance of 
white and combination of white and other colors is 
most encouraging. 

A few commentaries were so pertinent that it 
seemed a shame to bury them in a cold chart. Here 
they are: 

Bergdorf Goodman, New York: “The combination 
of leather with fabric (open mesh and linens) has 
proved to be our best point for day wear. . . . There 
is still a market for good shoes.” 

The Geo. Innes Co., Wichita, Kan.: “Colored kid 
was one of the greatest disappointments in this sec- 
tion that the shoe business has seen in many years. 
A merchant would have been better off if he had not 
had any. Patent leather in the right type of pattern 
is very, very good. Our promotion on this leather 


has been in the sandal effects, both high and low heels, 
open shanks in most cases. We have been very suc- 
cessful with opera pumps carrying separate bows. 
We find it absolutely necessary to put in a $7.50 price 
line. We have also eliminated anything above $14.50, 
and this department has sold plenty of shoes in the 
past year at $16.50 and $18.50.” 

Lamey-Wellehan, Lewiston, Me.: “While we do 
not expect any great volume on linen shoes, we plan 
on showing it, as it has had such a big play in the 
leading style magazines.” 

Smart & Wardell, Marion, Ohio: “Price trend 
downward, due to the fact that customers will be 
looking for sales earlier than usual. Too, the un- 
usually cool weather has retarded the sale of strictly 
summer merchandise. 

The following table shows the trends in colors, 
materials, patterns and prices as revealed in reports 
from retailers in various cities this week: 











COLORS 


All white 
Black and white 


WIRE FROM 
AUGUSTA, GA. 


Saxon-Cullum 


Kidskins 


Linens 


MATERIALS 


PATTERNS PRICES 


Spectator sports in pumps, 
straps and ties mostly 
black and white. 

Buck are still holding 
good, and should be 
volume sellers for an- 
other month. 

somewhat 


Price trend 





PORTLAND, 
ORE. 


Lipman, Wolfe 


HOUSTON 
W. E. Buckley 


NASHVILLE 


Loveman, Berger & 
Teitlebaum (this 
same information 
applies to the 
Hirsch Co., Mont- 
gomery ) 


— IELD, 


Myers Bros. 


GREEN BAY, 
WIS. 


Sager-Juley Co. 





White and natural 

Black 

Putty beige 
third 


and _ blue 


White first, then 

Blue, tan and green com- 
binations 

Sports in white and com- 
binations strong 


White with combinations 
of brown first, all white 
second, black third, 
with blue fourth 


In spectator shoes: 

White buck in both black 
and white trim, then 
patent leather. 

White and natural shades 
in fabrics. 


Putty beige 
White combinations 
Black. 





White and natural fabrics 
first, plain and trim 
Black kid second 


Kid, buck and linen in 
whites. 

Black and patent pumps 
very good. 


Suva cloth 
Linen 
Buckskin 


White _ buck, 
leather, fabrics. 


patent 


Kid 
Fabrics. 





Pumps first, with 2 or 3 
eyelet ties close second. 


Plain pumps, in whites 
Step-ins and gore pumps 
slow. 


Pumps, ties, straps 

Open shank, high heel 
sandals are very good 

15 and 16/8 heels best. 


Spectator types: 

Pumps, ties, with straps 
a poor third. 

Afternoon wear: 

Sandals, pumps and ties 
third, with no recogni- 
tion for the regular 
trimmed and strap pat- 
terns. 


Pumps 
Ties 
Straps. 





lower, but correctly 
styled shoes is more 
important than price, 
especially in the better 
grades. 


Range from $10 to $12. 
Present prices good un- 
til August 1 clearances. 


Price averages lowered 
$2 a pair. Low price, 
$8.50; high price, 
$14.50. 


The big field will be 
$10.50 and down, with 
the prices of $10. 50, 
$7.50 and $6.00 espe- 
cially popular. 


$8.00 and $10.00 instead 
of $10.00 and 12.00. 





Boot aND SHOE 


combining THE — RETAILER, June 6, 1931 : 





Ng ns of the Times 


Years ago Laird, Schober used, as symbolical of the high artistry of their 
children’s shoes, the legendary figure of Cinderella. 


This modern bronze plaque finds its inspiration in the displays then used 
—exactly as today’s high quality standards in Laird, Schober models for 
ladies and children had their inspiration a half century ago—and have 
been persistently maintained ever since. 

And just as the plaque reflects the refinements of over fifty years 
advancement in pursuit of display ideals, so do the graceful models of 
now reflect half a century's constant progress in the realm of ‘Masterful 
Shoemaking.” 


LAIRD - SCHOBER anno COMPANY 


PHILADELPHIA 
NEW YORK STUDIO 


FIVE THIRTY-FIVE FIFTH AVENUE, AT FORTY-FOURTH STREET, SUITE FIVE HUNDRED THREE 
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WIRE FROM 
CORSICANA 


The Big 4 Shoe Co. 


OMAHA 
Nebraska Clo. Co. 


LOUISVILLE 


DuRand-Perry Co. 


MARION, OHIO 
Smart & Wardell 


MONTREAL 


Vogue 


WHEELING 
Nay Shoe Co. 


BURLINGTON, 
VT 


B. J. Boynton 


MILWAUKEE 
Walk-Over 


ELMIRA 
Gosper-Kelly, Inc. 


LEWISTON, ME. 
Lamey-Wellehan 


ALLENTOWN 
Farr Bros. 


WICHITA 
The Geo. Innes Co. 


NEW YORK 
CITY 


Bergdorf Goodman 





COLORS 


White, white trimmed 
with white or black 

Black 

Brown. 


White or sports....20% 


White, beige, black and 
brown in order. 


White and natural linen. 
Black, seasand, beige, 
brown. 


White. 


White kid will be strong ; 
linen, Tosca and Duck- 
alin next in importance. 


Putty, beige 

White, blue and black 
whites to be second in 
black and brown spec- 
tator patterns. 

All white depends large- 
ly on the weather. 


Beige, sea sand, and col- 
ors of similar nature 
closely followed by 
whites and whites 
trimmed in patent and 
brown will sell in good 
volume. 


White 
Black 
Blondes. 


Brown and white, and 
black and white com- 
binations, both with 
built-up leather and 
covered heels. 


White. 


Cannot see anything but 
white in leather and 
fabrics, also spectator 
sport types in combina- 
tions of white and 
brown and white and 
black. 


Black, dark blue, black 
and white, with all 
white, giving every evi- 
dence of being stronger 
this season than before. 





MATERIALS 


Linen, Suva, Tussanam, 
buck and calf, patent 
kid, kid and calf. 


Black kid trimmed, beige 
kid, white kid and 
sports with fabrics last. 


Linen, kid and patent. 


Kid 

Linen 

Moires and failles 
Patents. 


Fabrics. 


Kid, few patents. 


Kid, embroidered linen, 
plain linen, Morocco 
calf, elk and genuine 
buck in white. 


Fabrics and kid mate- 


rials. 


White in kid, buck and 
pigskin, fancy and 
plain fabrics. 

Kid. 


pigskin and 
white buckskin with 
contrasting trims, as 
well as two-tone effects 
in tan pigskin and calf- 
skin. Expect a fair 
sale on linens, but not 
any great volume. 


White 


Linen 
Kid. 


Kid leathers 

Tyrolian, Tussanam, 
Duckalin fabrics. 

Woven sandals the best 
selling shoe we ever 
had. 

Patent leather is 
very good. 


very 


Kidskins, open mesh fab- 
rics and linens. 

Evening wear; moire and 
crepe for summer sell- 
ing. 





PATTERNS 


Sandals, pumps, oxfords 
and straps. 

Beach or boudoir sandals 
will be very good. 


Pumps 
Ties 
Straps. 


Pumps 
Straps 

Ties 

Lower heels. 


Plain and trimmed pumps 

Sandals, other strap pat- 
terns 

Ties. 


Pumps ruling with open 
sandals. 


Straps, first 
Pumps, second 
Ties, third 

Sandal very good. 


One strap, opera pumps 
and oxfords. 


Ties 
Pumps 
Straps. 


Pumps 
Sport oxfords 
Straps. 


Spectator sport shoes will 
have big demand. 


Pumps first 
Straps second 


Ties will carry through 
quite a while as the 
best. 

Sandal type straps next 
and, of course, plenty 
of good fitting opera 
pumps. 


Cut-out operas and ox- 
fords for day wear. 
Sandals and plain operas 

for evening. 





PRICES 


$10.50 volume, some very 
few shoes higher ; $6.50 
grades gaining all the 
time. 


Downward. Lots of $6.00 
sales. 


Best selling price, $10.50. 
Downward. 


There will be no change 
in price of $12 and $14, 
though we find that 
people want cheaper 
shoes. 


Present level of prices 
will prevail. 


Price range $7.00 to 
$7.50. 


Trend in good shoes will 
center around $10.00; 
$10.50 will be leading 
price; $8.50 seems to 
be a new price in the 
better shoe field. We 
look for it to get 
stronger right along 
awe $10.50 sales wili 
ag. 


We feel no trend away 
from better shoes. By 
this we mean grades 
selling from $9.00 to 
$12.50. 


No price resistance up to 
now. We find that $5, 
$8.50 and $10.50 make 
a very satisfactory 
price range. 


Medium grades. 


Downward, _ eliminating 
lines over $14.50. 


Prevailing prices are 
about the same as last 
year. There is still a 
market for good shoes. 





Boot AND SHOE RECORDER 
combining THE SHO RETAILER, June 6, 1931 











A Complete Line of 


“Up to the Minute” 


Sport Shoes 


662 Growing Girls’ White Elk, Black 
Calf Trimmed Sport Oxford with 


12/8 solid Leather Heel and ° ° 

Essex “Realite” Sole, widths A Simplify Your Sales Problems 

—a to Beng by stocking these most ex- 
cellent values. 











Your customers are entitled to the last word in Style, backed 
by Quality and Comfort. 


All shoes as illustrated carry the long wearing, non-skid, 


ESSEX REALITE SOLE. 


Break down Sales Resistance by ordering these QUICK 
SELLING Numbers. 


Carried in stock for immediate delivery. 





POWELL & CAMPBELL 


122 and 124 Duane St. 
NEW YORK CITY 


Headquarters for 


A MOST COMPLETE LINE OF 
663 Misses’ White Elk, Black Calf 
SP ORT SHOES Trimmed Sport Oxford, Essex 


“Realite” Sole, widths B to D, 
sizes 1114 to 2. 


For Men and Boys, Price $2.25 


Women and Children 
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Sport Styles Dominate the 











PLAYTIME 
FOOTWEAR 


for this up and going 
generation -++-- 


a 








































ine HAND SEWN MOCCASINS - « + - 
Solid’ White, Seige and Sports Combination. 


QlleQe 


168 PEACHTREE ST. 






























Outdoor Theme Reflected in Newspaper Copy, 
Cuts and Illustrative Treatment from Coast to Coast 


Sport shoes are already in the spot 
light, if one may judge by the current retail shoe advertising in 
newspapers from coast to coast. The papers in practically every 
sizeable city are full of ads telling the folks all about outdoor foot- 
wear. Here are some of the copy appeals gleaned from a survey of 
retail shoe advertising : 

Norpstrom’s, Seattle. Nordstrom’s features unusual money’s 
worth in men’s sport shoes. The “Breakers” (3 shoes white 
trimmed) $6.50, the “Brawnie” (3 shoes moccasins) $6.50, the 
“Navajo” (3 shoes moccasin) $5.00. 

Desmonn’s, Los Angeles. “French, Shriner & Urner’s fit easily 
and graciously into well-planned sports ensemble because they’re “to 
the manner born.”. Smart simplicity plus a natural gentleness with 
your feet . . . doubly appreciated during active summer days.” (1 
shoe 5 ways at $15.00.) 

Haun, Washington, D. C. “Watta chance to pocket some extra 
change on the new summer shoes every fellow now badly needs! 
You'll look your eyes out finding something ‘just as good’—for a 
whole lot more!” (6 shoes at $4.85.) 

PaLace CLoTHING Co., Kansas City. “Sport oxfords. Values 
second to. none at $6.00. One of the outstanding selections of sport 
oxfords in Kansas City. Plenty of plain or spike sole golf oxfords, 
too, at $6.00.” 

CiaFtin, Philadelphia. “Men and young men will like these good 





ee | 
Sport shoes dominate the 
newspaper ads of retail shoe \ 
stores. Left, a striking 


women’s sport shoe ad in 

which illustration and lay- 

out are combined to pro- 
duce a striking effect. 









GREAT SHOE FOR BOYS 
eae “The CHIEF” 





Sizes 2 to 6 
C-D Widths 


« « « With datk brown sides, back and trim 
and Ughhés Elk fop and sides, and with 
ground-gripping gro-cord soles! The boys of 
Atlanta are wearing “THE CHIEF” en masse, 
GET YOUR PAIR FIRST THING SATUR- 
DAY! “It’s the berries!” 


Right, an exceptionally good in the Men’s Shoe Dept. 


boys’ shoe ad that stands 
out from the majority by BALCONY 
reason of the fact that ad- 7 


, 


vertising of boys’ and girls 
shoes is, generally speak- 
ing, sadly neglected. 








GEORGE MUSE CLOTHING CO. 
es 
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Current Shoe Ads 


looking, long-wearing leathers as well as the smart model in which they 
are featured. Made to the exacting standards of Claflin. $11.00.” 

B. AttMan & Co., New York. “Here is one of the smartest sport shoes 
in the famous Balta line—now featured at a record price. Every detail 
of this shoe conforms to the strict Balta standards—fine, white buckskin, 
trimmed with dark tan or black calf, made over the very comfortable Balta 
last according to the highest standards of shoe construction. It is real shoe 
value! $8.50.” 

Joun Warp, New York. “John Ward Summerweights are made with 
great skill. Leathers are selected which combine special lightness with 
durability. Linings are of lighter duck; heels are made slightly smaller. 
Soles are given normal thickness at the point of wear, but are tapered 
toward the edges where the wear is neglible. Sole edges are close trimmed. 
The result is a shoe which carries much less weight, is airy and cool, and 
allows the foot to ’breathe’.” (5 shoes at $6.50.) 

Stmpson’s, Portland, Ore. “Sport shoes, the famous Bergman line, as 
illustrated. $8.50. A fine fitting, long wearing shoe, made over a moccasin 
last. They are comfortable and good looking.” 

Gupe’s, Los Angeles. “What shoe could be lovelier for summer? 
WHITE OOZE. The soft, velvety texture of the shoe fashioned of ooze 
enhances the summer frock. Fashionable women are asking for White 
Ooze shoes; some wanting them dyed to match or contrast the dress. 


S 3 Men’s shoes lend them- 
mart Summer-toned Shoes “=: eee, th Coe 
tive advertising. The illus- 
tration at the left was made 
from a direct mail piece, 
but would be equally effec- 
tive in a newspaper. Con- 
trast of blacks and white 
makes it an attention getter. 





The narrow page depth 
advertisement of Stern 
Brothers reproduced at the 
right dominated both by 
reason of its dimensions and 
because of the large cuts of 


"wa LK-OV EI R rm gh ie mos 
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Seote Hours: 9:30 106 | 
Mail or phone orders—LO ngacre 


VACATION 
FOOTWEAR 


of linen or cotton 


. - cooler, newer, and smarter 
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Collection of Tax 
On Chain Stores 
Halted in Indiana 


vvv 


INDIANAPOLIS, IND., May 23. 


Arrangements to collect the license tax 
on chain stores recently held constitu- 
tional by the Supreme Court of the 
United States have been halted by the 
Indiana Board of Tax Commissioners. 
Plans for collection were stopped when 
the Commissioners were notified that the 
plaintiff in the case will petition the 
court for a rehearing. 

Until the case is finally adjudicated, 
the Board will take no further steps 
toward arranging for collection, accord- 
ing to an oral statement by Philip Zoer- 
cher, a member of the Board. 


vvv 


RALEIGH, N. C., May 23. 

A bill just introduced in the North 
Carolina Legislature would substitute a 
graduated rate for the present tax of 
$50 on each chain store in the State. 
The proposed rates are as follows: One 
store, $5; two to five stores, $20 each; 
six to 10 stores, $40 each; 11 to 20 stores, 
$60 each; 21 to 30 stores, $80 each; 31 
stores or more, $100 each. The constitu- 
tionality of the present law imposing a 
tax of $50 on each store in excess of one 
operated in the State by the same owner 
is now before the Supreme Court of the 
United States in a case entitled the 
Great Atlantic and Pacific Tea Co. v. 
Maxwell, No. 649. On May 18 the Su- 
preme Court held that the Indiana law 
imposing a graduated tax on the stores 
was constitutional (6 U. S. Daily 6638). 


vvvyv 


COLUMBUS, OHIO, May 23. 
The rate of tax proposed in the chain 
store bill recently introduced in the Ohio 
Legislature is as follows: One store, $3; 
two or more stores, $5 a store; 5 to 10 
stores, $25 a store; 10 to 20 stores, $35 
a store; over 20 stores, $50 a store. 


Vvvvyv 


SPRINGFIELD, ILL., May 23. 
A bill (H. 1152) imposing a license tax 
on chain stores has just been introduced 
in the Illinois Legislature. The bill is 
modeled after the Indiana law recently 
held constitutional by the Supreme Court 
of the United States. 




















The Chain Store Tax Fight 


A Champion of the Chains States the Case 
from New Angles 


By WALLACE R. CLARK 


Vv Vv W 


The United States Supreme Court 
has sustained the right of the Indiana State legislature to 
tax the chain store. In reality such a tax is merely a con- 
sumer’s tax paid by the citizens of the community sponsor- 
ing such legislation. These people are taxed indirectly, 
however, and at first will not realize that they are paying 
this additional revenue to the State. They probably will 
never realize that the tax is paid by them if the amount of 
tax collected from the chains is kept at a low figure. 

Although the customer pays the bill, the unfair part of 
such legislation appears to be that all customers are not 
taxed in making purchases. 


Many business men during the 


twentieth century have gradually realized that it is easier 
to establish one business in several locations than to confine 
themselves to one location and engage in several business 
enterprises from that point. This theory, now a fact, has 
evolved in this period of specialization which has enveloped 
almost all phases of world economic activity. To penalize 
progressive men of initiative who put into practice such a 
theory does not appear to fall in line with the common 
American “fair-play” habit. Because wide-awake individuals 
are successful in the chain store field does not justify placing 
a tax handicap on them so as to enable the individual mer- 
chant to prosper with his less efficient business habits. We 
have had war taxes, income taxes, luxury taxes. Here is a 
new, unheard of type of taxation—a tax on progress. Men 
who are advocates of the most modern methods of econom- 
ical marketing and distribution will be taxed for applying 
these accepted principles. 

Mr. A. is conducting a family shoe store on F Street. 
He has a good business, has accumulated additional capital 
from his profits and desires to expand his business. He 
decides that a city suburb which is growing fast is the best 
location for a branch shop. He establishes this branch and 
later twenty others. Under the Indiana law he is taxed 
$550 yearly by the State because he has chosen to set up 
twenty-two shoe shops. 

Mr. B. has a growing shoe business and decides to expand. 
He does so by purchasing the adjoining property where he 
markets a line of dresses. He later adds twenty other lines 

[TURN TO PAGE 60, PLEASE] 
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No. 2633 

Black Calf 

Rubber Heel 
A-B-C-D—5 to 11 


No. 2253 


Cream Heather’ Grain 
with Brown Calf Trim. 
B-C-D—5 to 11 
No. 2252 — Same _ in 
White and Black. 


No. 2240 


Black Calf 
Leather Heel 
B-C-D—5 to 12 


No. 2241—Same in 
Brown Calf. 
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NATURAL 
BRIDGE 
MEN'S STYLES 
RETAIL 


Py come | 


* 


WOMENS 
STYLES 


Py coe | 
* 


JUNIOR 
STYLES 


“Boo fl 


* 


Phe new Natural Bridge 


COnSUMer ady ertising 


program is built around 


feature broadeasts, 


blanketing the country 
east of the Rockies. and 
viving an unusual ane 
profitable tie-up to 
agencies carry ne 
NATURAL 
BRIDGE 


SHOES 





NATURAL 
BRIDGE 
SHOES 
FOR MEN 


are real feature shoes with a real market in every 
town and city in the country. 

Long continued consumer advertising has built 
that market with the same exacting care that 
Natural Bridge craftsmen use in making the shoe 
to fill it. 

Every pair is made over modern combination, 
three-point-bearing lasts with the patented Natural 
Bridge Steel Arch. Other exclusive features add 
long life and comfort. 

Natural Bridge Men’s Shoes are In-Stock in strate- 
gically located centers in 65 styles, sizes 4 to 14, 
widths from AAA to EEE. 

Despite their superlative quality they are priced 
to give the dealer a 35 per cent mark-up. 

With the companion lines, Natural Bridge Wom- 
en’s Shoes to retail from $5 to $6, and Natural 
Bridge Juniors to retail from $3 to $4, Natural 
Bridge Men’s Shoes make a remarkable combina- 
tion for a profitable agency. 

Will you write or wire for further information on 
our agency plan—remembering, of course, that 
while Natural Bridge Shoes are good to the foot, 
eye and pocketbook, Natural Bridge Shoemakers 
are good to their agencies. 


NATURAL BRIDGE SHOEMAKERS 


DIVISION OF CRADDOCK-TERRY CO. 


LYNCHBURG VIRGINIA 
* 


New England Distributors—MclIntosh Co., Springfield, Mass. 


Pacific Coast Branches 


CRADDOCK-TERRY COMPANY 
San Francisco, Cal. Portland, Ore. 


New York Office—Marbridge Building 
Chicago Office—Republic Building 








Stimulate Individual Initiative 
[CONTINUED FROM PAGE 13] 


intelligent way, the sooner the better. 
It may be we will have to put the soft 
pedal on high power efficiency and mass 
production until there is greater need 
for them, and use every effort to seek 
mass employment. It may be that we 
will have to inject more humanity into 
our psychology in order that our philos- 
ophy and wisdom will strike a better 
balance between human and property 
rights. 

There must be an awakening of a 
new spirit of confidence but it must be 
with the view of a re-adjustment scale 
that fits present conditions. Certainly 
those industries producing the commod- 
ities which lie close to the necessities of 
life, such as food and raiment, should 
be among the first to respond in work- 
ing out the solutions of our problem. 

If my assumptions are correct, it 
would be fair to suppose leather and 
shoes have arrived at the point, in both 
time and condition, where the people 
within the industry should find their 
bearings and study the possibilities that 
will enable them to build on substantial 
ground. 

The shoe production in the United 
States has risen to a very high level. 
There have been ample statistics 
gathered by our Government to place 
this in the neighborhood of 350,000,000 
pairs of all kinds of shoes annually. 
We are well aware of the fact this was 
was considerably curtailed last year. 
In fact there were over 50,000,000 cut 
out of this production, principally in 
the last five months, due to forced liqui- 
dation of fabricated stocks. While 
there is not much possibility of this 
year’s production exceeding the total 
of last year’s, still it is fair to assume 
that we will make as many pairs, that 
is approximately 300,000,000, and these, 
in the face of economic conditions, will 
probably be manufactured pretty reg- 
gularly throughout the twelve months 
of the year. 

No matter what we think of the 
arguments that have been advanced in 
support of, or against, maintaining our 
wage scale, we do know our Govern- 
ment is committed to the policy of re- 
taining it and surely any reduction of 
wages means a reduction of purchasing 
power and a general shrinkage of the 
entire scale of values which would at- 
tack the standard of our living, so far 
as the masses are concerned. 

Therefore, it behooves us, I think, not 
only to give honest yet sane values, but 
to fight the tendency to undermine 
prices both in leather and in shoes. I 
constantly hear competition is forcing 
shoe manufacturers to make lower 
prices on their shoes and I have no 
doubt there are a great many shoes 
being made today at low prices that do 
not contain good value. There is not 
much to be gained by forcing on the 
public merchandise of any kind that 
has not got merit. If all shoes could 


year, all of them different. He said it 
would be necessary for the commission 
to get a much larger representation if 
it wanted to make a fair price com- 
parison. 

Other witnesses did not agree with 
this, however, notably Jay Otis Ball, ot 
New York, managing director of the 
National Boot and Shoe Manufactur- 
ers Association, who said the commis- 
sion’s samples were easily comparable. 

“In fact,” he said, “I think the com- 
mission’s experts should be con- 
gratulated on assembling such a repre- 
sentative selection and on their work 
of costing these shoes.” 

Commissioner Brossard asked Mr. 
Attwill if he thought the commission 
could compare costs by using the selling 
prices. 

“No, because selling prices are not 
truly representative of the cost,” Mr. 
Attwill replied. 

The witness said he thought the com- 
mission could ascertain domestic costs 
in 1929 without actual samples by re- 
ferring to production sheets of man- 
ufacturers which carried detailed de- 
scriptions of every shoe made. 

At this point Mr. Flynn asked Mr. 
Attwill if he knew whether Thomas 
Bata, the Czechoslovakian manufac- 
turer, was a member of the Lynn 
Chamber of Commerce. 

“What bearing has that question on 
this hearing?” inquired Chairman 
Fletcher. 

“This is just another instance where 
American labor is being exploited by 
American manufacturers who have 
products made abroad by cheap labor 
on modern machines,” Mr. Flynn re- 
plied. 

At first Mr. Attwill said he did not 
know whether Mr. Bata was a member 
of the Lynn chamber, but later said he 
still was a member in good standing. 

Mr. Flynn said labor conditions in 
the United. States at present are 
chaotic. 

“If present conditions continue for 





Labor Backs Shoe Tariff Plea 


[CONTINUED FROM PAGE 24] 


another six months,” Mr. Flynn said, 
“T hesitate to predict what might. hap- 
pen and when I say this I am not 
speaking as a radical or Communist.” 

Raising his voice in lone opposition 
to any tariff increase, Mr. Jones said 
there was a difference in opinion be- 
tween American manufacturers as to 
the necessity for a change. 

“I believe the schedule as it now 
stands is as fair as it is possible to 
make it,” he said. “Of course, every- 
body doesn’t get what they want, but 
it is generally satisfactory. I know of 
nothing which has occurred since the 
passage of the 1930 tariff act to change 
the situation. 

“Labor conditions, of course, are 
chaotic, but the commission cannot 
help that, and there are other things 
entering into the situation which the 
commission canot affect.” 

Much of the difficulty with the Amer- 
ican shoe industry, Mr. Jones said, lay 
with the manufacturers themselves. 

“Some of these things are organiza- 
tion of their factories, economy in mar- 
keting and the ability of manufactur- 
ers to adapt themselves to changing 
conditions,” he said. “It would be a 
misfortune to change the present 
tariff.” 

Mr. Jones also expressed the opinion 
that 19380 would be a better year for 
the commission to use for its cost 
ascertainment. 

Congressman Connery attempted to 
get Mr. Jones to admit that men’s shoe 
manufacturers had acted selfishly while 
the 1930 tariff was under consideration 
in Congress and that women’s shoe 
manufacturers had made a mistake in 
not making a separate fight for the 
tariff. 

Mr. Jones said, however, that the 
shoe industry as a whole had appeared 
before the Congressional committees 
and that what pleading was done was 
for the benefit of the women’s shoe 
manufacturers. The men’s shoe man- 
ufacturers, he said, did not want a 





tariff on shoes. 








don’t think the public would buy any 
more than if they were all made to sell 
at $5.00 per pair, for there is nothing 
in the present situation that induces 
anybody to buy more than they need 
of necessities. 

The present time is rich with oppor- 
tunity for constructive action. Al- 
though a good part of the sterm of 
liquidation has passed, the industry as 
a whole must still look to putting its 
own house in order. A good house 
cleaning is always a healthy thing. 
Much can also be accomplished by 
bringing about universal use of sounder 
business practices. They are always 
constructive and make for reputation 
and stability. 





be made to sell at $1.00 per pair, I 





lawful cooperation 


The door of 
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should be open between tanner, shoe 
manufacturer, and distributer that the 
public may be well served and the en- 
tire industry placed on a profitable 
basis. The day for pessimism has 
passed. Faith in our country and 
courage of our convictions will, un- 
doubtedly, shorten the road that leads 
to better and happier conditions. 





O. A. Norlund Dead 


WILLIAMSPORT, Pa.—O. A. Norlund, 
aged 74 years, an expert shoemaker, 
whose inventions made him widely 
known, died at his home here. He in- 
vented a detachable and flexible calked 
steel sole and ice creepers. 




















BUY ww JULY 


At the 


Twelfth Annual 
Boston Shoe and Leather 
Fair 
in HOTEL STATLER 


7th, 8th, 9th 


= Retail and Wholesale Shoe Merchant is Cordially 
Invited to be in the World’s Chief Shoe and Leather Market at 
that time, to Inspect the Best Products of the 500 New England 
Plants that make One-Third of the Country's Footwear. 


This is a Strictly Business-Building Enterprise under official 
Association auspices, and Carried on in a Business Way, with 
an Attractive Hospitality Program that Pleasantly Supplements 
the Trade aspect of the Fair. 


COMBINE YOUR BUYING VISIT 

WITH YOUR SUMMER OUTING 

IN THE NATION’S GREAT 

VACATION PLAYGROUND— 
NEW ENGLAND! 


For Hotel Reservations and Information, write to 


THOMAS F. ANDERSON, Secretary 
166 Essex Street, Boston, Mass. 


“THE First MAJor IMPULSE TOWARD A BETTER FALL BusINEss” 
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Shoes by Julius Grossman, Inc. (Design—patent pending) 


















Eyelets on everything is Fashion's latest decree — handbags, 
belts, and FOOTWEAR. Eyelet Perforated Footwear, recently 
featured at the New York Style Conference, has become - 
the sensation of the summer season for active and spectator 
sportswear. Punched clear through for coolness, these com- 
fortable, airy shoes have caught the fancy of sportswomen 
everywhere. The development and perfection of the Invincible 
Eyelet makes possible these smart designs. A variety of styles 
may be obtained with Invincible Fast Color Eyelets in colors 
that harmonize or contrast with every shade of leather or fabric. 






UNITED FAST COLOR EYELET COMPANY 


BOSTON, MASSACHUSETTS 
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Would you like to receive 
a copy? Write to The 
American Weekly, 959 


Eighth Ave., at 57th Street, pean. ses SEER 


New York City. SS 
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When you display 
merchandise advertised in 
THE AMERICAN WEEKLY 


you are taking real advantage 


of the enormous consumer 
demand created by the world’s 
largest circulation—5,500,000 


every week. 
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Price Readjustments Unsettle 


the Hosiery Market 


Trade and Consumer Demand Stimulated by 
New Ideas 


‘The market is beginning to 
recover from the shock of another price cut, which 
was made unexpectedly the first of last month by the 
largest producer of full fashioned hosiery. While 
there was no general slashing of prices to meet the 
new reductions which ranged from 25 cents to a dol- 
lar a dozen, there were price readjustments in several 
lines throughout the month. The price slash of the 
large company was not so much getting under the 
market, as meeting prices which had been made more 
or less openly by other producers. As it stands now 


prices are a bit unsettled and the recurrent weakness 
in the raw silk market has not tended to bring about 
much increased stability. As an example of the low 
point to which silk has fallen, the iact may be cited 


that a high grade, four thread hosiery tram may now 
be purchased at $3.10 a pound, against $5.35 a year 
ago. Raw silk in general is at, or near, its all-time 
low. In the hosiery price cuts announced during the 
month it was noticeable that 
the prices of mesh hose were 
generally undisturbed. 

The keenest competition 
the primary hosiery market 
ever has experienced has led 
to a flood of new ideas and 
improvements to give stock- 
ings an extra sales value. 

Probably the most conspic- 
uous of these new ideas that 
have recently appeared on 
the market are those in- 
tended to solve the problem 
of varying lengths in legs. 
One new stocking is made 
with a single thickness welt, 
picoted at five different 
places, so that the stocking 
may be folded on. any of the 
picots and thus give a garter 
hem of varying lengths. An- 
other stocking just intro- 
duced on the market has a 


Here is Gotham’s new “adjustable” stocking, with 
the seven inch single thickness hem, picoted at five 
places for adjustment. 


fairly wide welt, with a row of stitching in the center, 
which permits the welt to be doubled at that point for 
length adjustment. Last month we made mention of 
a stocking which carried an extra tuck, with picot top, 
thus giving two places, to either of which the garter 
might be anchored. 

The flood of lace and other forms of fancy welts 
continues unabated. Undoubtedly, the swing toward 
greater femininity in women’s clothes in general is 
responsible for the wide public acceptance of deco- 
rated tops on stockings. In addition to their orna- 
mental or style value, most of the lace welts are de- 
signed to be run resistant. In fact, for many years, 
the most popular “stopruns” in welts have been a 
course of picot knitting, and the all lace welt or lace 
figured welt is an extension of this idea. 


The argument between the advocates 
of light and dark hosiery for summer wear appears 
to be on the way to rather definite settlement in favor 
of the adherents of light hosiery. As a consequence 
many manufacturers have recently introduced new 
light shades in their sample lines. Most of them are 
on the order of off-white, 
egg-shell or straw. This is 
due in part to the strengthen- 
ing of pastel colorings in 
women’s garments. The 
darker suntan colors appear 
too harsh and heavy with the 
lighter tones in frocks. Then, 
too, the vogue for the ex- 
tremely deep sun tanning of 
skins has passed out pretty 
well, and many women still 
stick to the idea of match- 
ing their hosiery to their 
complexion as closely as 
possible. The vogue for pas- 
tel colorings in garments 
also has revived pastel ho- 
siery to some extent. It is 
recalled that pastel shades in 
hose were brought out last 
summer, with but extremely 
moderate success. 

Gray hose, both of the sil- 
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It’s a bit early to enter any authoritative discus- 
sion of hosiery colors for next fall. However, a 
few points stand out clearly and are worth mention- 
ing. All indications favor a strong demand for dull 
black or gunmetal shoes in the autumn and winter. 
With these, unless former experience counts for 
nothing, women will wear gunmetal or off-black hose. 
A return to pure black is unthinkable, just as a return 
to pure white for summer wear has failed to run into 
volume. 

Aside from this, the strength of deep rich browns 
in costumes next fall undoubtedly presages a demand 
for dark brown stockings, particularly those with a 
grayish cast. 


















Turning from color to style, we find a few straws 
in the current wind pointing the direction. Waffle- 
like, rough woolens are expected to continue in favor 
in coats and suits and even in dresses. As the proper 
hosiery accompaniment to this, a dull, fabricy-looking 
stocking is in the picture. 














For the new Fall tweed street suit a 
basket or waffle mesh in dull effect is 
suggested. Hosiery from Clarke W. Tobin, 
Inc. 







With the Fall sports suit of jersey, one 
should wear light weight woolen stockings 
in oatmeal effect. Also from Clarke W. 
Tobin, Inc. 








ver and pure gray tones, are making more of a stir in 
the color picture than usual. The gray influence may 
be expected to carry over into the fall, giving the 
dark beiges and browns a gravish cast. 









© eines acceptance of sport 
hose this summer is greater, considering the current 
business conditions, than ever before. Merchants 
who do not exploit full length sport hose and anklets 
are overlooking a good bet. Now is the time to stress 
such merchandise, both in advertising and win- 
dow display. The shoe merchant with a stock of 
sport shoes at hand has a wonderful opportunity to 
sell the proper accompanying hosiery if it is brought 
to the customer’s attention at every opportunity. 






‘ 
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Sandal Vogue Means 
New IT ype Foot in 


Summer Hosiery 






F ollowing the rush to low heel 


reinforcements, a large number of hosiery manufacturers have in- 
troduced the extremely narrow sole reinforcement, generally known 
as the “sandal” foot. Most of the new “sandal” foot hose show a 
reinforcement of about an inch along the sole, assurance that it will 
not show, even in the lowest cut-out sandals, which are now sweeping 
the country. One stocking goes to the extreme of eliminating all 
sole reinforcement, but this is generally considered as too much of 
a good thing. ° 

The proper way to merchandise the new narrow sole hosiery, of 
course, is in con- 
junction with the 
cutout sandals. 
Show both in win- 
dow displays and 






Que new 


Scandal Foo} 
Stockings for Sandals 


1.95 







STREET FLOOR 


The three points of importance in the 


in advertising to new hose for wear with sandals are 
reap the full bene- admirably covered in this recent ad by 
Lord & Taylor. 


fit of the natural 
relation between 
the two. 








of sole! 


Best's new 
ROGRAIN | Me 





is a perfect sandal hose! 


nd 
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i Best & Co. pick an extreme 

sandal to lend emphasis to their 

advertisement of a new sandal 
stocking. 


L 
i 

















A narrower sole distin- 
guishes this new Brown- 
Durrell stocking which 
has an embroidery 
stitched hem, which may 
be turned over at the 
middle for length ad- 
justment. 
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UNDERWOOD & UNDERWOOD 


ALL ARE SURPASS 







Part of a herd of goats at 
a well in the rock strewn 
stretches of Palestine. 





COME DURABLE KIDSKINS 
for DAINTY FOOTWEAR 


In rocky wastes, near-eastern shepherds graze their flocks of 
goats. Deriving their living by constant forage, their hardy 


life contributes to the suppleness and durability of their 
closely-grained skins. 


Many of the fifty million goatskins annually imported into 
the United States come from the near east. 


Once here, these skins are tanned into leather which sur- 
passes all others in its combination of softness, beauty, dura- 


bility and coloring. 
PANN 








LEATHER COMPANY, NORTH PHILADELPHIA 
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Tanners of Black and Colored Kid Black Kangaroo _— Colored Kid Linings 
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SHOES FOR WOMEN 
YOU NEED 
NO LONGER 
Be TOLD 
THAT YOU 





HAVE AN 
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IRVIN S. COBB - - 


noted author and humorist 
will appear before the micro- 
phone as 


GUEST ARTIST of 


ENNA JETTICK MELODIES 
Sunday, June 14th at 7 P. M. (E5.T.) 


over WJZ and 43 Associated Stations in a 
Coast-to-Coast Broadcast 








ENNA JETTICK DEALERS throughout the nation 
will directly benefit from this Feature Broadcast 


ENNA JETTICK SHOES, Inc. 


AUBURN. N. Y. 
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NATIONAL NEWS 


» HOW’S BUSINESS? 4 


Women’s Trade Brisk 


PHILADELPHIA — Downtown depart- 
ment stores have enjoyed a brisk busi- 
ness during the past weeks. 

Mr. Smith, buyer for Strawbridge & 
Clothier, declared himself - satisfied 
with present conditions. . 

“While our men’s and boys’ shoe de- 
partment is not doing the business it 
should, our women’s and girls’ section 
is coming along exceptionally well, con- 
sidering the present depression plus the 
handicap we are working under right 
now,” said Mr. Smith. 

The handicap mentioned by Mr. 
Smith is the huge project undertaken 
by Strawbridge & Clothier, which is to 
build an entire new building on their 
present site and still keep the store 
open for business. As a consequence, 
the store is being built in sections, and 
more than half of the new building has 
now been completed. 

Lit Bros. showed last week 6000 
pairs of women’s shoes imported from 
Czecho-Slovakia. 

J. Murphy, shoe buyer for Lit Bros., 
just radiated his satisfaction. 

“Reminds me of old times,” he re- 
marked, pointing out the throngs of 
people who were pushing and shoving 
through the aisles, “and it certainly is 
encouraging. Last Saturday was a fine 
day with us. 

“Sport shoes are going stronger and 
stronger, and we are looking for a bet- 
ter season than ever, this year. The 
tendency, we find, is toward the 
cheaper priced shoe. Our outstanding 
model is the ankle strap spectator 
pump. Perforated and in all shades.” 


Report Shows Loss 

New YorK—The report of I. Miller 
& Sons, Inc., and subsidiary companies 
for the fourteen months period ending 
Feb. 28, 1931, showed a net loss, after 
depreciation, of $390,996, which in- 
cludes losses of partly owned selling 








companies amounting to $112,637. 
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The above compares with net profits 
of $829,533 for the twelve months 
period ending Dec. 31, 1929. 

In his letter to the stockholders ac- 
companying the annual report, Presi- 
dent George Miller says: 

“As a result of the change in the 
company’s fiscal year from Dec. 31 to 
Feb. 28, the 14-months’ period under 
review reflects two months of each year 
(January and February) when mark- 
downs are taken. 

“Net sales for the period amounted 
to $15,237,803, which compares favor- 
ably with sales for the 12 months 
ended Dec. 31, 1929, of $13,552,238. 

“Financial position of the company 
is sound, showing current assets of 
$4,418,244, against current liabilities of 
$1,790,547, a ratio of 2.47 to 1. 








GOVERNOR PREFERS BOOTS 





Governor James Rolph, Jr., of California, 

rarely wears shoes. He prefers boots 

and he owns many pairs, including 

dress boots, sport boots, house boots, 

street boots. Here’s the Governor try- 
ing on several new pairs. 
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EVERY WEEK 





“Inventories valued at cost or mar- 


ket, whichever lower,’ amounted to 
$2,341,002 at Feb. 28, 1931, compared 
with $3,406,245 at Dec. 31, 1929. 

“Based on operating results for 
March and April, 1931, and economies 
now in operation and contemplated, 
your board of directors looks forward 
with confidence to a profitable current 
year.” 


Sales Gain in May 


Kansas City, Mo.—That May, 1931, 
has shown an increase in the amount of 
business over the same month last year 
is the opinion of many managers of 
local shoe stores and shoe departments. 
This is truly remarkable, taking into 
consideration the fact that the first 
two weeks and several later days in 
May were either cold enough for winter 
clothes or rainy and cloudy. 

Kansas City experienced snow and 
its coldest day in May in 46 years, 
according to the local weather bureau. 
The rest of the month, particularly 
the last week, was typically summer— 
with one of the hottest days ever re- 
corded here—and the pleasant weather 
stimulated the shoe business to such an 
extent that May was a “tip-top” 
month, despite its bad beginning. 

P. H. Wisden, manager of the local 
Feltman & Curme Shoe Co., remarks 
that their gain for the month of May 
was “almost phenomenal. We have had 
a gain for every week this month,” he 
says. 

Renard’s Kansas City store showed a 
decided increase over last May, accord- 
ing to R. J. Meyers, manager. 





Sport Week Success 


KANSAS CiTy, Mo.—“Spike” Arnold, 
manager of the Bostonian Shoe Store 
for Men, reports that Sport Shoe 
Week, May 18 to 238, was a week of 
considerable shoe activity for his store. 

Undoubtedly, his attractive window 
display, together with pleasant summer 
weather, played an important part in 











bringing customers in the store. Hand- 
drawn placques, depicting various occa- 
sions to wear active and spectator 
sport shoes, added colorful notes to the 
display, as did a gaily painted révolv- 
ing wheel which served as a back- 
ground. 

Brown and white proved the pop- 
ular combination for sport shoes sell- 
ing during Sport Shoe Week, according 
to Mr. Arnold. 


Selby Earnings 


PORTSMOUTH, OHIO—Earnings of the 
Selby Shoe Co. for the year ending 
March 31, after provisions were made 
for federal income taxes, were $513,- 
666, according to the recent report 
made to stockholders of the company. 
This is a decrease of 3 per cent from 
the earnings of the previous year, 
while the ratio of net profits to sales 
increased from 5.41 per cent March 31, 
1930, to 6.35 per cent March 31, 1931. 
Total sales for the year were $3,069,- 
000 as compared with $9,774,000 in the 
preceding year. 

The report states that the company 
enters the new year in a strong finan- 
cial position with inventories reduced 
and with cash and marketable securi- 
ties inventoried at $1,738,929, or 7.25 
per share on the capital stock. May 1 
the company’s common and preferred 
stock were withdrawn from the Cleve- 
land Stock Exchange and hereafter 
will be dealt in only on the New York 
Curb Exchange. The new transfer 
agent is the Guaranty Trust Co. 

The report points out that during the 
past year the Selby Company made a 
contract with the Ground Gripper Cor- 
poration of Harrisburg, Pa., to produce 
its four lines of corrective footwear, 
which are now coming through the far- 
tory. These are the women’s and chil- 
dren’s lines of the Ground Gripper, the 
Cantilever, and other lines. It is be- 
lieved that the addition of these lines 
will fill to capacity the Selby plants, 
resulting in steadier employment. The 
lines of the Selby Company are the 
Tru-poise, the Iris and the Arch Pre- 
server. 


Philadelphia Satisfied 


PHILADELPHIA—Manufacturers in this 
district, on the whole, are satisfied with 
present business conditions. Although 
none are experiencing extreme activity, 
still the fact that the majority of the 
firms are working to a full week is en- 
couraging when one considers that 90 
per cent of the other businesses repre- 
sented here are at a standstill. 

W. Zisser, salesmanager for J. Ed- 
wards & Co., this city, reports that his 
firm is running along smoothly, if 
somewhat quietly. 

“We are running the plant on a five- 
day schedule right now,” says Mr. Zis- 
ser, “and are satisfied, taking into con- 
sideration general business conditions. 
I am expecting the fall season to lag 
somewhat, as did our spring season.” 
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Co-operative Publicity 


A mighty clever example of coopera- 
tive shoe advertising appears in the 
New Orleans Times-Picayune. This is 
a full page titled “News and Views of 
Summer Footwear.” As the reproduc- 
tion of the page shows, photos of 
events and shoes dominate, thus mak- 
ing a readable attractive feature. 

The reason for the page is thus set 
forth under the center photo: “Pictured 
on this page are the high lights of 
the Summer Shoe Fashions that await 
you in New Orleans’ leading stores. 
If the clothes we wear have a direct 
effect on your actions, and psycholo- 
gists say they do, these shoes will lead 
you to new outdoor sports and recrea- 
tions and happier vacation days.” 

Each store cooperating showed one 
shoe. To give an idea of how the shoe 
story was tied into the captions, one 
selected at random is given. “This 
acrobatic act is called the ‘Bird’ be- 
cause of its grace and lightness. Both 
grace and lightness are important in 
the designing of a summer sport shoe 
such as this Walk Over model. An 
all-white, plain toe sport shoe in soft 
white calfskin, at eight fifty.” 

This is copy that is bound to be 
read and is practical for women’s and 
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children’s shoes, just as it is for the 
men’s. 

These firms sponsored this particular 
publicity: Dodchaux Clo. Co., M. Po- 
korny & Sons, D. H. Holmes Co., 
Marks Isaacs Co., Walk Over, Hanan, 
and the Imperial Shoe Store. 

There is no doubt if more copy of 
this character was running in the press 
of the country, that there would be 
less complaint concerning the men’s re- 
tail shoe business. 





Drop in Hide Imports 


New York—Imports of hides at New 
York, Boston and Philadelphia during 
the week ended May 23 amounted to 
13,027 against 149,801 hides in the cor- 
responding period last year. Total im- 
ports from Jan. 1 to May 23, 1931, 
were 469,975 hides compared with 1,- 
567,547 the same period in 1930, ac- 
cording to the New York Hide Ex- 
change. 

In making this comparison it must 
me taken into consideration that im- 
ports during the early part of last 
year were governed to some extent by 
the fact that a tariff on hides was con- 
templated, which influenced importa- 
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Many Styles 


IN STOCK 





‘Don’t lef your eyes decemwe you 


When selecting your golf footwear make sure it’s a moccasin in fact as 
well as in appearance « Make sure that the soft upper leather ex- 
tends completely across under the foot, insuring the comfort and muscular 
freedom found only in Genuine Moccasins. Insist on 


BASS GOLF MOCCASINS 


A popular priced line of Golf Footwear for 
Men and Women. Made by the world’s 
largest manufacturers of Genuine Moccasins. 
Cc catalog showing many Bass Styles 
and the aa your nearest dealer sent 
FREE. Why not write today? 


G. H. Bass & Co. 


80 Main Street Wilton, Maine 





Just one of the many attract- 
ive Bass Styles for men. Made 
from Dark Smoked Elk and 
Imported Brown Scotch Grain 
Leather, Gro Cord Golf Sole 
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Many Styles 


IN STOCK 


Bass Moeeasins Are Genuine 


11 MAIN STREET 


When your customers ask for Moccasins, that’s what 
they want. Through extensive National Advertising 
like the above, the public has come to appreciate the extra 
comfort that only Genuine Moccasins afford. Don’t let 
them deceive themselves with ordinary shoes that merely 
look like Moccasins—show them the real thing—stylish, 
comfortable Bass Moccasins. There’s a style in stock 


that is best for every outdoor purpose. 


1931 Catalog and Price List Free— 
Write for it. 


G H. BASS & CO. 


WILTON, MAINE 
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Men’s Shoes 


tt mee 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 
























AST WEYMOUTH, MASS. U.S.A. 











In Stock Service ewe, 


EM.HOYT SHOE CO. , 
em 56, Manchester,N.H. | 








“A MAN’S DECISION” 


THE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 











STEADY PROFITABLE 
COSHESS IS TERE 
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().. AL PACKARD DCO... Makers 











NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 


COOK, President 

















Brown Shoe Shows Profit 


St. Loutis—The semi-annual report 
of the Brown Shoe Co., St. Louis, end- 
ing six months as of April 30, 1931, 
shows net sales of finished products to 
its customers of $12,507,930.84, upon 
which a net profit of $568,003.26 was 
reported. 

After paying the preferred stock div- 
idend of $132,301.75 and the common 
stock dividend of $378,000, an amount 
$49,970.51 was added to the consoli- 
dated surplus which of April 30, 1931, 
was $8,383,625.62. 

Among the current assets listed in 
the consolidated balance sheet were 
customers accounts receivable after 
providing for doubtful accounts as 
$6,244,841.75. The cash position showed 
$1,701,983.69. Inventories, at the lower 
of cost, or market prices, were finished 
merchandise amounting to $2,568,- 
068.12, in process, raw materials and 
supplies $2,492,828.45. Lasts were 
listed at $1, as was prepaid insurance, 
licenses, etc., also trade name, good 
will, patent rights, etc. 

Among the liabilities were notes pay- 
able none, accounts payable, purchases, 
expenses, employees’ savings account 
and accrued general taxes totaling 
$1,027,024.40. A reserve for Federal 
and State income taxes for six months 
ended April 30, 1931, was $76,000,000. 

In view of existing conditions in busi- 
ness the showing of the company is con- 
sidered highly satisfactory. 








EYELETS IN 








Best's is the first te shew the new 


P@RTH@LE EYELETS 











thie summer, sad now bere they ere in 
shoes ! (Grom hg petted that we tn cin corde 





Wines bid bole with vad, thon, bact or treme eveters. 1.60 


Best & Co, 


FIFTH AVENUE 
Suburban Scores at Garden City, Mamaroneck, Eas Orange 











One of the smart fashion ideas of the sum- 
mer is the use of eyelets in shoes and 
leather accessories of all sorts. “Porthole 
eyelets” are effectively featured in this 
advertisement by Best. 
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Brown Looks Big 


Cuicaco—A slight tapering off of 
sales activity following the close of 
Chicago’s Jubilee celebration, plus the 
adverse effect of the continued rain 
and cool weather, resulted in somewhat 
slower business in the retail shoe mar- 
ket during the past week. During the 
greater part of the week, however, 
most stores were fairly well patronized. 

“Due probably to the weather, we 
are not selling many light sport shoes,” 
said F. A. Clarke, head buyer for Chas. 
A. Stevens. “But we can’t vet enough 
of them with dark brown trims. I feel 
that the lighter colors will undoubtedly 
pick up with the advent of warm days, 
as they will go very well with the new 
light yellow sport frocks now being so 
prominently displayed. 

“Incidentally,” he went on, “I am of 
the firm opinion that brown is going to 
play a most important part during the 
coming fall season. even to the extent 
of an almost complete elimination of 
black.” 

The firm is slightly behind 1930, ac- 
cording to this executive, but every- 
thing seems to be selling fairly well 
during the days when the temperature 
is anywhere near normal. 

George Lyden, manager of the Pea- 
cock Shop on Michigan Boulevard, re- 
ports that business is slowly increas- 
ing. However, nothing is outstanding 
at the present time. 

“I am certainly surprised,” says Mr. 
Lyden, “at the large number of women 
I see still wearing black suede shoes at 
this time of the year. They seem to be 
trying to get every last cent of wear 
from their footgear before thinking 
about the purchase of new shoes.” 

R. Mann, head buyer for the Cutler’s 
string of stores, says there is a great 
call for tans and two-tone tans in the 
men’s line, which is going rather 
strong on the sports side but which 
has been hindered appreciably by in- 
clement weather. 








Sport Shoes Sell 


WASHINGTON, D. C.—The last few 
days of warm weather have greatly 
stimulated the shoe business in Wash- 
ington. Almost every manager and 
proprietor has accomplished an increase 
in sales in the last week and feels 
optimistic about future business this 
spring and summer. 

Most shops have had a heavy demand 
for sports shoes in black and white 
and brown and white. Some whites 
have been selling but with the appear- 
ance of real warm weather most mer- 
chants look for a steady increase in the 
demand for white. Most of the window 
displays have a preponderance of sport 
shoes. 

A novel idea to advertise their shoes 
without cost during the annual sale of 








Buddy poppies by the Veterans of For- 
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Vy FAL C1OK 


900 Moowsgue 908 Spanish Bron 
go ModeBeige git Cinnebar 

902 Prado Bown 915 Obtrakhan 
903 Mn Udnirally Blu 917 Cocoa 

906 Leaf Bown 918 Chocolate Broun 
907 Anddock Gen 919 Marcarite 










































































AMERICAN HIDE AND LEATHER COMPANY 


BOSTON, MASS. 


AMERICAN HIDE an wLeaTnen iain INC. Ameen HIDE an 10 LEATHER | COMPANY.cr 


AMERICAN HIDE ano LEATHER ea S.A. 
Panis France 


IDE Upper LEATHER TANNERIES DOLLIVER ano BRO., SAN n Fra NCI sco 
e ALLSTON -Spa AGENTS For Te PaciFic Coas 


Thou is no Dubdstitute. for Fancy Willow 
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WHERE TO BUY 


W omen’s Shoes 








FOR WOMEN 
JOHN EBBERTS SHOB 
Baffalo, N. Y. 
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Ultra Smart Sandals 


Quality 
Predominates 














Best Ooler 
Combinations. 


Unusual Write 
Profits. Direst. 


BIARRITZ SANDALS, INC. 
120 West 30th St., New York City 
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WHERE TO BUY 


Men's @ W omen’s 
Slippers 
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W. 8. CHASE & SONS 
HAVERHILL, MASS. 


FINE SLIPPERS 
MEN and BOYS 
HANDTURNED 
$2.00 to $2.85 

Boston Office: 501 Statler Bldg. 








Boudoir Slippers In Stock 
NUSUAL VALUES 
Sizes 3 to 8 
Style 814—Wos. Blk. 
Kid Turns...$1.00 
me Blk. 


“Every Pair 
Guaranteed” 

SCE WARTS & 
lalists in Dentort & Ballet Sion 











o. 1ith St., Philadelph 


241° 





eign Wars was discovered by several 
shoe merchants last week. On every 
busy corner of the city a pretty girl 
was seen selling poppies out of a Can- 
tilever or Bostonian shoe box. It is 
estimated that from 200,000 to 400,000 
of these poppies are sold in Washing- 
ton every year. 


Sales Increase 


ATLANTA, GA.—Steadily increasing 
sales of shoes are reported for Atlanta 
as the weather continues fair and 
warmer, and it is expected that normal 
levels will soon be reached in the sale 
of spring and early summer footwear. 
Black and tan and black and white 
sports are tied for first place in the 
demand, it is reported, while two tone 
tans are in second place in the sales 
race. 


Sandals in Florida 


MiaMI, Fia.—In the shoe depart- 
ment of Cromer-Cassel’s, a department 
store in Miami, they report a big run 








on Dun-Deer sandals. Particularly the 
younger set have fallen hard for these 
sandals, and they are being worn for 
everything but the most formal occa- 
sions. 

In other lines there is practically no 
call for the darker colors or black, but 
considerable activity in all white and 
pastel shades. Suva cloth with a color 
trim of kid is quite popular. So far 
this season pumps are in greatest de- 
mand, with oxfords coming in second 
and one-strap third. For sports wear 
white with black or. brown trim are the 
leaders. 





THEY SAY WE’RE GOOD 
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Their Summer Feetwaar} 


, The Shoes of Their Choosing || 
| are Light Weight | 





The Shoes of Their Choosing i 


have Pointed Toes 


| The Shoes of Their Choosing || 
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are Very Smart | 





The May 2nd Issue of 


| Boot and Shoe Recorder : 
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“light-weight” er shoes 
ors pemneasing 8 degen pairs 
of the very lightest weight , 
s inable, indisput- 
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In Fort ene | 








And, blushingly, we rise and bow, as 

modestly we murmur, “Thank You.” The 

quotation is from an article entitled: 

“Show ’Em Something Different,” by 

Harry R. Terhune, Field Editor of the 
Recorder. 
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White Kids Gain 

NEw ORLEANS—Considerable  im- 
provement in the demand for colored 
kids and white kids is noted by G. W. 
Nicholson, manager of the shoe de- 
partment of Holmes. More calls are 
being received for the higher-priced 
models, he stated, there being a good 
demand for shoes selling as high as 
$16.50 Mr. Nicholson’s experience, how- 
ever, runs counter to that of most deal- 
ers interviewed. Almost all have noted 
a decided trend downward. 

The business of the shoe department 
of Maison Blanche, C. G. Hebert, man- 
ager, finds is about equal to that for 
May of last year but he notes a ten- 
dency to increase. Part of the in- 
creased business, Mr. Hebert thinks, is 
due to the opening of an “economy” 
department separately from the other 
shoe shop. Linen, Suva, black and 
white sports and woven sandals are 
selling well but plain white kid com- 
poses nearly 50 per cent of the total 
volume of sales. 

Their latest stunt was to offer a 
special bargain by radio, making a 
substantial reduction in price to all 
who called and said they had heard the 
announcement broadcast. The next 
morning, Mr. Hebert stated, they sold 
27 pairs of shoes in two hours at .the 
reduced rate and ten other persons 
looked at the special but did not buy. 





Whites Increasing 


MriaMI, FLA.—Cornell’s, at 158 East 
Flagler Street, is one of the most at- 
tractive shoe shops in the South. It is 
equipped like a Spanish salon, with all 
details of furniture and decoration to 
harmonize. Only high-priced merchan- 
dise is carried and a select clientele pa- 
tronizes Cornell’s. Mr. Cornell ~is 
pleased with the favorable outlook at 
the present time. Business has been 
considerably better during May, 1931, 
as compared with the same month last 
year. 

Sales of white shoes are steadily in- 
creasing. Pastel shades in kid are also 
in demand. There is a limited business 
in black pumps, with some activity be- 
ing felt in the navy blue stock. While 
the pump continues to hold first place 
in point of popularity, the oxford is 
steadily gaining ground and the one- 
strap slipper is not being worn as much 
as during the past few years. 

The sun sandal of Roman design, 
with a crepe sole, is very popular, being 
worn in the house, on the beach or for 
sports. There is a growing demand 
for this comfortable shoe for summer 
wear. It is shown in gay colored 
stripes and in all white. 





Opens Department 


WILMINGTON, DEL.—Joseph Berg, 
who formerly operated the Quality 
Boot Shop in Miami, Fla., has opened 
the shoe department in Lamb’s, Inc., 
this city. This department will also be 
known as the Quality Boot Shop. 





Boot aND SHOE RECORD: 


ER 
combining THm SHop RETAILER, June 6, 1931 . 











Cnlors he Fall Se cattins 


The Color Committee of the National Retail Dry 
Goods Association, in cooperation with the Tex- 
tile Color Card Association, has chosen five basic : 
coat colors to be featured this fall in department 
stores throughout the country. These colors, 
with the shoe colors that complement them, are 


listed below: 


Crat Colors cole. Colors 


Afrique (dark brown) { Madeira No. 2N 


Suanee No. 172 
Biskra (gray brown) { Madeira No. 2N 
Tunisie No. 61 


Dragon Vert. No. 1141 
Kiltie (dark green) ; Madeira No. 2N 
Suanee No. 172 


Malaga -—S (dark red) { ag og a 


Blue Marine (dark navy) { Serge Blue No. 1310 
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Shoe Accessories 
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STOP THAT PINCH 
WITH 
EVER-READY SKIVED 
VAMP BITE PADS 


Results gages am a of 
cushion gummed stiok, 
conveniently skived. 


Sounder Shoe Finding Mig. Co. 


@ S. Wells St. Net INC. 





tre es | 7 6 Ps Te ee 


WHERE TO BUY 
Fine Sport Shoes 
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SAN LINE SPORTIEST OF 
SPORT SHOES 


“A Mile Away You Know Them” 


Sun Deckers 


P 
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SAN OKA 


A fashionable ee unequalled 





for general 5 highly 
favored by women ~—y travel. 
Light rubber soles, heel rubber 


" OATALOGUE ON REQUEST 





(Two Weeks Delivery) 
o L. B. EVANS SON 00., Wakefield, Man. © 
OOOO000000000006000000. 











Material Survey 


LOUISVILLE (UTPS)—A recent sur- 
vey of women’s shoes showed inter- 
esting results. Out of 818 shoes worn 
by Louisville women on the street, 420 
were kid, 86 reptile, 88 patent, 54 
fabric, 40 suede, calf 37, and others 88. 





New Location 


MILWAUKEE, Wis. (UTPS—N. Bal- 
kansky, well known north side shoe 
merchant, whose store name is N. 
Meyer, has moved to larger quarters 
from 2409 N. Third Street to 2525 N. 
Third Street. The Meyer shop han- 
dles Weyenberg’s and other nationally 
advertised lines. 








>» TRADE DOINGS ¢ 





Unique Boston Show 


The “Style Show” at this year’s 
Boston Shoe and Leather Fair, Hotel 
Statler, July 7, 8 and 9, will be a dis- 
tinct innovation and one which is ex- 
pected to be a complete answer to the 
urgent desire on the part of the really 
important buyers in the industry to get 
more than a passing idea of the design 
and color combinations in the styles 
advocated. 

It has been repeatedly asserted that 
the style revues have been little more 
than an extremely extravagant and 
expensive spectacle, intended more to 
satisfy the public’s interest in dress 
and models than for the announced pur- 
pose of such a show, and from them, 
due to the diversion of costume and 
personality of the model, buyers get 
very little that is helpful in the busi- 
ness which brings them to the enter- 
tainment. 

It is intended this year that the 
style exhibits will constitute an Art 
Salon. In selecting the exhibits, the 
same care that has been shown in the 
obtaining of authentic styles in preced- 
ing years will mark this year’s show. 
The different shoes will be grouped and 
shown against backgrounds of the 
accepted shades and in frames, with 
exterior lighting, against a back- 
ground, draping the entire area, of 
black velvet; so that the lighting 
effects will be those of the best-equipped 
art gallery, and ample means afforded 
for close and deliberate observation of 
any of the models shown. 

The models will be shown in pairs, 
one being shown to give contour and 
the other to show the vamp design. It 
is expected that this innovation will do 
more to provide some real idea of what 
constitutes the advocated styles for the 
coming season than anything that has 
been attempted. 


Mostly Women 


PeoriA, ILL.—The following greatly 
edited story of the coming convention 
of the Illinois Shoe Retailers comes 
from the burning, vibrant pen of the as- 
sociation’s president, Frank P. Meyer. 

“These are dates of a new and dif- 
ferent type of shoe convention, June 
21, 22, 23. Here the license of the old 
will give place to the lure of the new. 

“Women of style capability and style 
knowledge will discourse on the prevail- 
ing and the coming shoe styles for fall. 
Women of business ability will tell us 
wherein we are remiss in our business- 
getting efforts. Women will tell us of 
the great appeal to woman. Who 
knows more what a woman wants than 
woman? She may not tell it to her own 
husband, but she shall tell it to us at 
this coming convention. 

“In addition to having women of 
style and business ability we will have 
women of education and lure tell us 
wherein we are remiss in our handling 
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of the woman who comes to our shops 
or stores. They will tell us how to 
conduct our business from the stand- 
point of getting more women’s business. 
She who knows shall tell us what are 
the wants of the woman for fall. 

“Statistics tell us that women buy 
80 per cent of all the wearing apparel 
sold. That being so, why should not 
the women of a community have a say 
as to the kind of merchandise which 
should occupy our shelves. They shall 
have that say and HOW?” 

In his enthusiasm over the women, 
Mr. Meyer forgot to add that the con- 
vention will be held in Peoria. 





Must Show Use 


PITTSBURGH, Pa.-—Pittsburgh’s shoe 
men were told last Thursday night by 
Miss Grace Ely, of the Retail Research 
Institute, University of Pittsburgh, 
that if they are to reap the full benefit 
of their business, they must show pros- 
pective customers how shoes of various 
types, styles and colors are to be worn 
to the best advantage. 

Addressing the Pittsburgh Shoe Re- 
tailers’ Association members, at their 
monthly meeting, held in the store of 
the C. A. Verner Company, 249 Fifth 
Avenue, Miss Ely said that shoe dis- 
plays, possibly with nothing about them 
to suggest harmony with clothing worn 
and bearing only price tags, are not of 
much appeal. She suggested that the 
shoe men of Pittsburgh who are not 
doing so now arrange their displays to 
attract the eye of patrons and hold 
their attention, by presenting types and 
styles with dresses and suits to match, 
and thus give the prospective customer 
something not only educational as re- 
gards proper style arrangement but 
something to make them see the proper 
kinds of footwear to use on different 
occasions. 

H. W. Ritter, president of the asso- 
ciation presided at the meeting, and 
“Robbie” Robinson, of Verners, was 
host to the members. The committee 
in charge consisted of Mr. Robinson, 
Bruce Murphy, Sam Levine and Bob 
Noffsinger. The meetings will be re- 
sumed in the fall. 





Association Service 


CoLUMBUS, OHIO—The officers of the 
Ohio Valley Retail Shoe Dealers’ Asso- 
ciation, of which C. E. Dittmer is secre- 
tary, have increased the staff of the 
store management division and is offer- 
ing to its members a number of special 
features in merchandising. 

The features as listed by the asso- 
ciation are: New bonus plan for sales- 
people, special personnel training, ad- 
vertising and promotion for 1931, meth- 
ods for quick stock reduction, simpli- 
fied stock control, buying and selling 
budgets, store arrangement and inte- 
rior display, finances—better opera- 
tion on less money, mark-ups, mark- 
downs and net profits, lines that lose 
and lines that pay, merchandising on a 
falling market, etc. 
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Siksatwisted 
‘THE PACER’’ 


A smart stepper anda 
fast seller in genuine 
white buck with black 
patent trim, a sure winner 
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Get off toa Flying Start » » » 
for the 
Greatest “Sport Season” Ever Known! 


) 
,) 
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HIHAT’S what we predict that this year 
will be... the greatest season for spectator- 
sport footwear you have ever seen. [he smart 
retailer will win greater profits and more satisfied 


customers when he picks BLUE RIBBON winners! 


Here indeed is an extensive line, priced right, 
and styled right... high in fashion’s favor... and 
ready to come down the final stretch of the sum- 
mer selling season at a fast clip for you! 


« « Ina Popular Price Range » » 


Plo e Libbon Sh oemakers ’ In C. 


Twelfth Street at Russell Blvd. 
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WHERE TO BUY 
Dancing Shoes and Taps 
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IN-STOCK 
No. 9780—Black Kid 
1.70 


No. 9785—Patent 
Leather 
$2.20 


10c. a pair. 





anson ner 
Philadelphia 


TAP SHOES ‘ith,ts 


ps 
BROOKS SHOE MFG. CO. 
& Ritner Sts. 























WING - 


(Pat. No. 1809107) 


TAP 
















The only left and 
right tap made. Gives 
en extra tap when 
executing wings and 
rolls. Large, medium 
and small sizes. Re- 
tafls profitably at 75c 
per pair. 








SEND FOR NEW 
1931 IN - STOOK 
CATALOGUE B.8. AT 
ONCE DBLIVERIES. 
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WHERE TO BUY 
Ballet Slippers 
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TOE BALLET 


















BALLET SLIPPERS 
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% KENDALL SHOE COMPANY > 
MAVERWILL, MASS. 




















In Stock Black Kid 
Ballet Right and Left 
Last 

Ladies’ 
Misses’ 
Child’s $1.15 pair 
BLOG SHOE CO., INC, 
147 Duane Street 
New York City 


$1.25 pair 
$1.20 pair 





DIRECTS STYLE SHOW 





Mrs. Virginia Chandler Hall, international 
fashion authority, who recently returned 
from Paris to direct the Fashion Revue 
program of the New York Shoe and 
Fashion Show, at the Hotel Pennsylvania, 
New York City, June 8, 9, 10, 1931. 








Window Contest 


AURURN, ME.—Ault-Williamson Shoe 
Company is now conducting a window 
display contest, offering $500 in cash 
prizes for the sixteen best window dis- 
plays submitted before September 1. 

The contest is open to all Ault-Wil- 
liamson dealers and includes both grand 
prizes and monthly prizes. 


Back State Convention 


ALBANY, N. Y.—The Capital District 
Shoe Retailers Association, embracing 
Albany, Schenectady, Troy, Cohoes, 
Hudson, Saratoga, Glens Falls, Am- 
sterdam, Johnstown and Gloversville, 
held a banquet at the DeWitt Clinton 
Hotel here on Thursday evening, May 
28, and elected officers for the coming 
year as follows: President, L. O. Hoff- 
man; vice-president, J. L. Patton; sec- 
retary, T. Arthur Cohen; treasurer, 
E. A. Beaumont. 

The merchants in attendance were 
highly enthusiastic over the plans for 
the association’s future activities which 


were discussed at the meeting. It was 


decided to accept an invitation of Mrs. 
Carroll of Cohoes to hold the next meet- 
ing at the Cohoes Golf Club. 

‘Great interest was also shown in the 
plans for the coming convention of the 
New York State Shoe Retailers Asso- 
ciation, which is to be held in Schenec- 
tady Sept. 14 and 15, and it was voted 
to give the State convention the com- 
plete support of the Capital District 
Association. A substantial sum of 
muney from the treasury was placed 
at the disposal of the committee in 















charge. 
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Out for Members 


RocHESTER, N. Y.—Seventeen Roch- 
ester shoe retailers got their heads 
together recently under the chairman- 
ship of Guy Bogard, chairman of the 
membership committee of the New 
York State Retail Shoe Dealers’ Asso- 
ciation, and laid plans for a state 
membership campaign designed to in- 
crease the roles by at least 40 per cent. 

Among those present were William 
Pidgeon, Jr., president of the Rochester 
association; Edward M. Hanley, James 
E. Stillman, Robert Howard, George 
Trentman, H. H. Phelan, E. R. Park, 
P. M. Van De Venter, F. L. Myers, 
Philip Lekinger, Leslie Watson, George 
Kaizer, Don Burke, Robert H. Moore, 
John Schmanke and Leonard Gold- 
stein. 

The business meeting followed a din- 
ner at the Rochester Club. 


» ABOUT PEOPLE ¢ 


Murphy Heads Hoyt 


MANCHESTER, N. H.—The F. M. Hoyt 
Shoe Co. of Manchester, N. H., is being 
re-organized as the F. M. Hoyt Shoe 
Corp., with Gen. John D. Murphy in 
charge of the business, Judson Han- 
nigan, of Boston, as president of the 
new corporation and Hovey E. Slayton 
as chairman of the board of directors. 
Mr. Slayton, now a Boston broker, was 
for some years manager of the F. M. 
Hoyt Co. 

It is reported that $300,000 of addi- 
tional working capital has been raised 
through the sale of Class A preferred 
stock in the new corporation, and that 
the stockholders in the old company 
may exchange their old stock for new 
class B stock for $1 in cash. 














Fred Roth, President 


CLEVELAND—Fred Roth, president 
and treasurer of the Whitney-Roth 
Shoe Company, Cleveland, Ohio, was 
honored at the annual meeting of the 
Cleveland Association of Credit Men 
with election to the presidency of the 
association for the year expiring April 
30, 1932. 

Mr. Roth is well known in the shoe 
trade of the country, having been con- 
nected with the Whitney-Roth Shoe 
Company for over thirty years. His 
firm was a charter member of the 
Cleveland association and has continued 
its membership for thirty-three years. 
He is recognized as one of the outstand- 
ing and successful men in the boot 
and shoe trade in the Midwest and 
is widely and favorably known in 
Boston and New England. 

Mr. Roth’s friends in Boston will be 
glad to know that he plans to be in 
attendance at the Convention and 
Credit Congress of Industry to be held 
in Boston, June 22-27, and he will take 
an active part in the meetings of the 
shoe group. 

The Cleveland association is one of 
the most progressive credit organiza- 
tions of the country. 
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CLEOPATRA SANDALS 


MADE IN LOS ANGELES 





Turnsoles 
Sizes 
1 to 6 





No. 33X—Beige with Brown Bal Strap No. 37X—All Patent 


No. 40X—Patent with White Bal Strap 


Moving Picture Stars and Watch Your Sales Increase. 


Immediate Delivery Rush Your Orders 


MANUFACTURED BY WANGERIN SHOE MFG. CO. 


DISTRIBUTED BY 


THE JAFFA COMPANY 


Cash in on the tremendous demand for these sandals. 
Be the first live merchant in your city to show them. 





No. 30X—All White Sandal. No. 35X—White with Green Bal Strap 
No. 32X—White with Patent Bal Strap No. 36X—White with Blue Bal Strap 


No. 34X— White with Green Bal Strap No. 38X—White with Brown Bal Strap 


Feature These Sandals in Your Window with Photographs of 








742 SO. LOS ANGELES ST. LOS ANGELES MISS DOROTHY JORDAN, METRO-GOLDWYN-MAYER 


STAR WEARING THE CLEOPATRA SANDAL. 








Attractive 
Price Tickets 


Actual size, Light 
Blue or Laven- 
der, Black figures 
—32 differ- 
ent prices— 

$1.50 to $16.50 

15c per dozen 

12 doz. — $1.25 
24 doz. — $2.00 





Check with Order, 


Please 








MERCHANTS’ SERVICE DEPT. 
1334 Republic Bldg. Chicago, Ill. 
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Settee 9513 — New, 
beautiful, distinctive 





Attract particular 
patrons this way 


Dress up your shop. Make it exclusive, individual, charming. 
Particular patrons flock to shops that offer lenvir t. 
In seating too, they appreciate the beautiful, the out-of-the- 
ordinary. Provide them with American Seating Company fitting 
chairs. They are comfortable—beautifully distinctive and dec- 
orative. See how much this seating improves the appearance of 
your shop. Send for free Booklet, ‘New Styles in Shop Seating.” 


i Seating Company 


Makers of — Seating for Schools, Churches 
and Public Auditoriums 


General Offices: 14 East Jackson Blvd., Chicago, Ill. 
BRANCHES IN ALL PRINCIPAL CITIES 








































WHERE TO BUY 
Children’s Footwear 








IDEAL BABY 


SHOE CO. 
Soft Soles — Inter- 
mediates. Hard 
Soles — infancy to 
four years! 


Danvers, Mass. 


MBS. DAY’S 








Children’s Fine Goodyear Welt Shoes 


Made by 
THE GILBERT SHOE CO. 
THIENSVILLE, WIS. 








THE ORIGINAL 


‘SUNBATH ACROBAT 


(Patented) 


IN STOCK FROM SIZE TWO CACKS 
THROUGH SIZE SEVEN WOMEN’S 


A Product of 


SHAFT-PIERCE SHOE CoO. 
Faribault, Minn. 














18 Main WILTON, MAINE 





6 BASS & CO. 


6 6 hh Fk Fh es FO OT Oe 


WHERE TO BUY 


Slipper Ornaments 


li hi eli el 





of Every Description for 
Boudoir Slippers 


The right merchandise at the right time 
Belid colers in stock——samples en request 
HY-GRADE SLIPPER SUPPLY OO. 
683 Breadway New York City 














Hood Claim Upheld 


WASHINGTON, D. C.—Finding that a 
trade mark sought to be registered by 
the Weyenberg Shoe Manufacturing 
Company closely resembles the marks 
long used by the Hood Rubber Com- 
pany, the United States Court of Cus- 
toms and Patent Appeals has upheld 
the Hood Company’s protest and has 
refused to sanction use of the mark in 
question. 

The mark submitted by the Weyen- 
berg company consisted of a picture 
of a feathered arrow with two circles 
a smaller one within a larger, and in 
the center of the smaller circle the 
letter “W.” Above the design are the 
words, “Red Arrow.” The applicant 
represented that the marking had been 
employed since August, 1923. Applica- 
tion for its registration was filed March 
29, 1928, whrereupon the Hood Com- 
pany entered its protest and the mat- 
ter has been in litigation since that 
time. It went to the court of customs 
and patent appeals on appeal from 
refusal of the United States Patent 
Office to record the trade-mark. 

Evidence was submitted by the Hood 
Company as to its markings on rubber 
goods, including boots and arctics. It 
was shown that the protesting com- 
pany registered arrows diagonally 
crossed, Jan. 29, 1907; a single, Feb. 
12, 1907; a double-headed arrow with 
the word “Hood” in the center, March 
23, 1926; and the word “Arrow” with 
the letters perpendicularly arranged, 
July 6, 1926. It was further proved 
that all of these marks had been in 
use prior to the time the Weyenberg 
company first began use of the mark 
figuring in the dispute. 

In an opinion written by Associate 
Judge Finis J. Garrett, it was set forth 
that the marks resemble each other 
and that the articles of merchandise 
upon which they are used are of the 
same general class within the meaning 
of the patent laws. On these grounds, 
registration was refused. 


Chain Store Tax Fight 


[CONTINUED FROM PAGE 38] 


of merchandise and does the same vol- 
ume of business under adjacent roofs 
as Mr. A. does in his chain of twenty- 
two stores. Mr. B. pays the State $3 for 
his chain of twenty-two shops located 
under one roof. Why is there a differ- 
ence of $547 in the amount these two 
business men must pay? 

If it is because Mr. A. has chosen to 
market his product more efficiently and 
more economically than Mr. B., is it 
fair to add a tax burden on a project 
which can give the consumer better 
values? 

The chain has successfully demon- 
strated that its method of distribution 
can give the average customer better 
values—the same goods at less money. 
Is it fair in principle to penalize these 
customers of the chain for patronizing 
such a marketing establishment? 

Such a theory of taxation not only is 
not in step with America’s past tax 
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levies but is out of step with world- 
wide progressive taxation theories. 

An income-tax? Yes, by all means. 
A tax aimed to slow up efficient distri- 
bution, to increase selling costs and 
therefore raise retail prices? No. 


Big Business 
[CONTINUED FROM PAGE 17] 


Pencil, tablet 6%e. 
Pencil box Tie. 
Jacks set 5%e. 
Jump ropes 9c. 
Marbles, package 5c. 
Felt caps 5c. 
Feather hats 4c. 
Baseballs 8c. 
Kites 10c. 
Yo-yos 4c. 
Parachutes 5e. 
Snake tops Thee. 
Knives 10c. 
Harmonicas 4c. both 
Game books 8e. both 


For a time this store sent cards out 
daily to the birth list in the newspa- 
per, offering a pair of baby shoes free. 
Such a large proportion of the re- 
sponses came from a class of trade that 
would probably never become patrons 
of this store that the practice was dis- 
continued. As to pushing the sale of 
soft soles, they let the baby shops do 
that unopposed. 

The buyer admits he is a nut on fit- 
ting and is most enthusiastic in his 
praise of the X-ray machine. Says he: 

“It was bought primarily as an ad- 
vertising feature but it soon demon- 
strated to us old timers that we didn’t 
know nearly as much about shoe fitting 
as we thought we did. We have learned 
to reserve our verdict until seeing the 
fit in the machine, and then we know 
exactly what’s what. 

“Children, once having seen their 
feet in the X-ray, thereafter insist on 
seeing them before buying anything. 
And they’re right. Mothers bring their 
children in for a check-up to see if the 
old shoes are still long enough. This is 
not only a real service to the customer 
but also results in many a sale. 

“Physicians and chiropodists feel at 
liberty to use the machine without obli- 
gation. Naturally, we encourage these 
friendly contacts. 

“Of course, I am on the floor all the 
time. I take care of all complaints my- 
self. Thus I keep a check on our sales- 
people, our styles and our manufactur- 
ers—and all the while I am keeping in 
touch with what’s going on in the 
younger generation’s minds.” 

Now, we ask you, why shouldn’t such 
a department do big business in little 
shoes ? 


both 
both 
girls 
girls 
boys 
boys 
both 
boys 
boys 
both 
both 
both 
boys 


Store Burns 


RocHEsTEeR, N. Y.—Flames of unde- 
termined origin last week gutted the 
Endicott-Johnson retail shoe store at 92 
State Street here with a loss of be- 
tween $10,000 and $15,000. 

The flames, eating upward through 





the building, caused $50,000 loss. 
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7 AEE CHEE) 


SWHITE 4 
) SuEANER 
b ~~ 


sero ean 


(BERBER EREER ED) 


ACTUALLY REMOVES 
DIRT AND GREASE. 
SOFTENS AND PRE- 


SERVES LEA 
CANVAS. DOES NOT 
MAT THE NAP ON BUCK 
AND SUEDE. 


HITE and delicately col- 
ored shoes are increasingly 
popular this season, and 
Pee-Chee Shoe Prepara- 
tions are in greater de- 
mand than ever before. 
More and more progres- 
sive shoe merchants are 
taking advantage of the 
full profit offered by 
Pee-Chee. 


Ask your sales people to suggest a Pee-Chee 
Shoe Preparation with every shoe sale. 


Pee-Chee White, for all types of white shoes, is 
a thoroughly reliable cleaner and has a well estab- 
lished consumer demand. It does more than cover 
up the dirt—it actually removes it. 

Pee-Chee Kid Glaze is a special preparation for 
cleaning and polishing white kid or calf shoes. 

Pee-Chee Neutral Creme is especially successful 
for keeping black and colored kid shoes well 
groomed. It is also satisfactory for cleaning and 
polishing snake and other reptile leathers. It’s 
safe to use on the most delicate colors, it both 
cleans and polishes, and it’s surprisingly easy to 
use. Your customers will ask for it, again and 
again. 


Stock Pee-Chee today—for greater profit. 
Order from Your Jobber 


THE PEE-CHEE CLEANER MFG. CO. 
Cleveland Ohio 








CONTAINS NO ACIDS 
, i 


y/ 











You can be sure of 
getting the best in 
style, quality and value 
when you use 


ZAPON 


FOR SLIPPER UPPERS 


The fine quality of 
Zapon is the result of 
years of research and 
experiment by our lab- 
oratories. You make 
no mistake when you 
“Insist on’ Zapon”. 


Look for the Zapon label on 
every pair of slippers yor 
buy, It is your guarante 
against inferior products 


I7ARINE 


REG, U.S. PAT. OFF. 


Exclusively manufactured 
in America by The Zapon 
Company, this waterproof, 
chamois-soft material is 
availeble in a variety of 
<odors and patterns 


WHITE SHOE CLEANER 
Kid Glaze......[eutral Creme 


THE ZAPON COMPANY 


A Division of Atlas Powder Company 


STAMFORD CONNECTICUT 
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WHERE TO BUY, 


| Sport Footwear 








“SPORTSTER” 


Official Girl Scout Shoes 
204 Sizes and Widths In-Stock 
A. SANDLER 
154 Lincoln St. 

Boston, Mass. Est. 1889 











WHERE TO BUY 


Shoe Forms 








Satryu Forms 
for Shoes and Hosiery 


made of white, 
transparent or colored 
a FAIRYLITE 


Shoe Form Co.,Inc., Auburn, N. Y. 
SABRE NT Nf TI RI LE SE AB ER RINT 












Appoints New Salesmen 


The Moore Shoe Co. of St. Louis has 
announced the association of John W. 
May with the company in the capacity 
of western representative. Mr. May is 
intimately known to the trade’s best 
circles from his long service as vice- 
president of Hamilton-Brown Shoe 
Company and president of Independent 
Shoemakers, Inc. 

Secretary Fred Marx has also an- 
nounced the appointment of Nathan 
Marlow, until recently a prominent re- 
tailer of Birmingham, Ala., as repre- 
sentative in the southeast territory and 
as assistant to Mr. Marx in the styling 
of their shoes. 

‘Howard Sternberg, Alfred A. Curtis 
and W. L. Donovan continue their ser- 
vice in their respective territories, the 
South, the Middle West and the East. 





Increases Sales Staff 


In keeping with the policy of service 
“and attention to retail trade needs, 
Ault-Williamson Shoe Company an- 
nounces the appointment of three addi- 
tional sales representatives in the west- 
ern division. 

W. S. Overton, 729 Jone Avenue, San 
Francisco, Cal., will travel for Ault- 
Williamson in northern California and 
adjoining territory. M. E. Hatten- 
bach, 1329 West Ninety-eighth Street, 
Chicago, Ill., is the new Ault-William- 
son Chicago representative; and J. C. 
Wilson, 1276 North Snelling Street, St. 
Paul, Minn., will represent the manu- 
facturers of Constant Comfort shoes 
in Minnesota and North and South 
Dakota. 

All three men are thoroughly con- 
versant with retail problems and are 








Goes with Rice-O’Neill 


Harry L. Biddle 
has become associ- 
ated with the Rice- 
O’Neill Shoe Com- 
pany of St. Louis. 
He will carry their 
line in Virginia, 
West Virginia, 
Pennsylvania and 
New Jersey. Mr. 
Biddle is well and 
favorably known in 
this section of the 
country. For four 
years he carried 
the Duttenhofer 
Stephens line. Then he went with the 
Stanley Duttenhofer Shoe Company, 
covering the same territory for six 
years. Mr. Biddle’s many friends will 
wish him well in his new connection. 

Grover T. McAtee now covers Cali- 
fornia and Arizona with the Rice- 
O’Neill line. Mr. McAtee was with the 
Utz & Dunn Company of Rochester for 
seventeen years. More recently he has 
been with the Lape & Adler Company 
of Columbus, Ohio. 





Harry L. Biddle 





Observe Golden Wedding 


Mr. and Mrs. James A. Cox quietly 
observed their golden wedding anniver- 
sary on May 24 at their home, 38 
Franklin Square, in Rochester, N. Y. 
Owing to the illness of Mrs. Cox, there 
was no celebration of the occasion, but 
friends of Mr. and Mrs. Cox received 
an announcement. 

Mr. Cox is one af the veterans among 
the shoe salesmen traveling out of 
Rochester. For years he sold Dugan & 
Hudson shoes and other well known 
lines, and he has also sold top grade 
shoes out of Philadelphia and other 
markets. 





Covers Metropolis 


N. I. Nathan 
now represents 
the Wm. B. John- 
son Shoe Co. of 
Dixon, IIl., in the 
city of New York 
and metropolitan 
district and some 
adjoining _ cities 
in Jersey. 

Mr. Nathan 
has spent the 
greater part of 
his life concen- 
trating on juvenile shoes, during which 
time he has represented in this same 
territory the Ferris Shoe Co., J. I. 
Melanson & Son and, more recently, the 
Scheiffele Shoe Co., Buffalo, N. Y., a 
branch of the United States Shoe Com- 





N. I. Nathan 





now in their territories. 


pany in Cincinnati: 


> ON THE SELLING END < 


News of the Travelers and Sales Activities 








Styles for Falli 


Salesmen of the Walter T. Dickerson 
Shoe.Co. met in semi-annual sales con- 
ference at the factory in Columbus, 
May 21. The conference was featured 
by the distribution of the new fall 
samples and by the employment of two 
additional salesmen. H. M. Wallin, for- 
merly associated with the Julian & Ko- 
kenge Co. of Cincinnati, was placed on 
the staff to cover New York, Philadel- 
phia, Boston, Pittsburgh and other large 
cities in the East. Kenneth Stanley, 
son of J. M. Stanley, one of the old- 
time travelers, is another new man and 
will cover Indiana and a part of Mich- 
igan. 

About 70 per cent will be of the 
metatarsal arch relief shoes and 30 
per cent are of the compo type. As to 
colors, Mr. Rinehart believes that black, 
in kids especially, will retain first place, 
browns second and among the novelty 
colors a dark green, resembling the 
paddock green, probably third. Blues 
will be shown, while reds will not be 
attempted. Reptiles, especially lizard, 
will be good, and a large majority of 
the black, brown and green kids will 
be trimmed in lizard or watersnake. 
The blacks and greens in contrasting 
shades and the browns in matching 
shades. 

Ties and straps will vie with each 
other for popularity in the fall, ac- 
cording to Mr. Rinehart. The straps 
will be one and two-strap effects, but 
no three-straps. 


Hold Sales Convention 


The Si-En-Tiffick Shoe Company 
sales convention was held in Columbus, 
May 19, 20 and 21, and their represen- 
tatives are now on their territories. 
The names of their representatives and 


‘| the territories which they cover are 


as follows: 

D. F. Cuthbert, Delaware, Washing- 
ton, D. C., Virginia, Southern New 
Jersey; C. W. Emrich, Colorado, Kan- 
sas, Nebraska, Missouri, Iowa; L. H. 
Espey, Washington, Oregon, Idaho, 
Montana, Wyoming, Utah; M. E. 
Flynn, New York Northern Pennsy]l- 
vania; W. W. Freeman, Arkansas, 
Louisiana, Missouri, Oklahoma, Texas; 
C. E. Joss, New England States; E. C. 
Kingsbery, Alabama, Florida, Georgia, 
North Carolina, South Carolina, Ten- 
nessee; Hughes McKnight, Illinois, In- 
diana, Kentucky, Mississippi; A. T. 
Mehle, California, Nevada; A. W. 
Tornes, Ohio, Eastern Kentucky, West 
Virginia; A. E. Victor, Michigan, In- 
diana, Illinois; H. Wise, Minnesota, 
North Dakota, South Dakota, Wiscon- 
sin, Michigan; D. S. Van Tassel, Penn- 





sylvania. 
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LT 
SHOES 
aaa FIRST 


JUVENILE CORRECTIVE SHOE 





[HEAL 








THIS IS ACTUAL 


EVIDENCE OF 


RETAILING 
REMARKABLE 
TURNOVER g250 & 4 $4.00 
5 to 8 21% to7 
With AtoD AA to D 





Pp i] 84,t02 AtoD 
HEAL LTH 


SHOES We Turn to Our Ledger for 


v Facts About the Sueceess 
CASE NUMBER ONE* of Our Customers 
TAKEN FROM OUR LEDGER with this remarkable shoe! 


In the box at the left are authentic figures taken from our 
ledger. They show the actual orders filled for one 
Pollyanna dealer in seven weeks. 


A two time turnover in such a short time is almost un- 
believable, yet this is but one of many Pollyanna agencies 
that are doing remarkable things with this remarkable 
shoe. 


About the shoes—Pollyanna’s are the only shoes in the 
country made over orthopedic lasts and containing 
special health features which retail at such a low price. 
And Pollyannas are the only shoes at these prices which 
can be had in widths from A to D, and sizes from 5 
infants to 2 misses. 


Under the Pollyanna agency plan one protected dealer in 
SHOWING BETTER THAN A every community can get the bulk of the popular-priced 


TWO TIME TURNOVER children’s business at a liberal profit. 
IN FORTY-ONE DAYS If you are interested, please write us for full particulars. 


*We will supply name of merchant to non- 


competitive stores on request. THE A, S, KREIDER SHOE Co. 
ANNVILLE PENNSYLVANIA 

















FROM KINDERGARTEN TO COLLEGE 


KEEP THE GROWING FEET HEALTHY 
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In Stock 








The ORIGINAL 
EDUCATOR SHOES &. 


ONLY THE ORIGINAL EDUCATOR WILL 
SATISFY YOUR CUSTOMERS 
Remember there are loyal EDUCATOR CUSTOM- 
ERS in every community. This trade belongs to YOU. 


There are EDUCATOR SHOES for the Entire Family 
as the Catalogue will show. 






Write for Catalogue NOW 


Width AtoEE = EDUCATOR SHOE CORP. of AMERICA aynee in cee 
225 W. 34th St., New York, N. Y. 


Sizes 5 to 15 





BENT BONES STRAIGHT BONES 
that were bent that grew straight in’ 
by Pointed Shoes Epucator SnHoes 











Brockton Factory 








PREPARE NOW FOR 


DP! Scholls 


foot Comfort WEEK 


NE 1020 


$1,500,000 


Advertising Campaign 


RADIO, MAGAZINES 
and NEWSPAPERS 


| planned to reach foot sufferers during 


FOOT COMFORT WEEK 


Write at once for window material 


| and newspeper ads to tie-up with this 


great shoe store event 


The Schell Mfg. Co., Inc 


9132W Ss or Shee 59 4th Street 








Re ee 
HOTEL 


VICTORIA 


7th AVENUE AND 5lst STREET, NEW YORK 


LARGE SAMPLE 
ROOMS FOR SHOE-MEN 


This hotel is well liked by the important 
men in the shoe and leather industry. 
Located on Seventh Avenue, corner 5lst 
Street, virtually the heart of New York. 


1000 LARGE ROOMS 


Each with Private Bath, 


Ice Water, Servidor 
AND RADIO 


FREE GARAGE FOR PARTIES OF 
TWO OR MORE 


Rates from $3 Daily 
S. J. Mircnett, Manager 
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Shoe Details 


Manufacturer, Retailer and Wearer 
are more conscious today than ever 
before of details. Each demands ap- 
pearance, quality and uniformity, par- 
ticularly in laces. 


AY 






MERINO ill us 


SECTION OF 











Finished appearance, strength and 
beauty are assured in our shoe laces 
and due to our long years of experience 
and control of manufacture through- 
out, those elements are expected by 
our customers. They have never yet 
been disappointed in us. Today the 
manufacturer expectslowest pricescon- 
sistent with quality. Due to our control 
of manufacture from raw to finished 
product we stand prepared to meet the 
shoemaker’s needs. 





—, 
OVERVILLE MILLS 


I * fl 
=) 
’ 














THE JOSCO FABRIC TIP 
—a small, neat tip that will 
enter any eyelet with ease. It : 
has no shoulder to catch, | aaa 
scratch or tear and is abso- : 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part 
of the lace itself which has 
been impregnated with our 
own exclusive solution to give 


jer 
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Tips may be either fabric, met- 
al or celluloid. We recom- 
mend the recently perfected 
JOSCO FABRIC TIP. 
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it the proper rigidity and en- 
durance. We guarantee the 
JOSCO FABRIC TIP to out- 
last the lace in ordinary use. 


Shoe Lace Company, Ltd. 


(Successor to Joslin Mfg. Co., Established 1865) 
PROVIDENCE, R. I. 


SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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THIS MAY BE 
YOUR OPPORTUNITY 





<<“, 








SALESMEN WANTED 








A GOOD PROPOSITION 
FOR GOOD SALESMEN 


The following territories, N. C.; 
Georgia; Ky. and Tenn.; Ala. and 
Miss.; Idaho, Washington, Oregon. 
Well known and well advertised 
brand of women’s style and comfort 
shoes, turn and cement process to 
retail $4 to $6. No objection to non- 
conflicting line. Straight commis- 
sion. 
Address Box C-516 
care BOOT & SHOE RECORDER 
209 South State St. 
CHICAGO, ILL. 











HOE SALESMEN wanted to carry our spats 
wat mee ornaments as a sideline. 


terri with 4 
sy Rae CO., “was 
No. Crawford Ave., Chicago, Il 


i 








EPRESENTATIVES in New York City 

and Philadelphia calling upon shoe manu- 
facturers to carry manufacturers line of metal 
shoe buckles and ornaments on commission. 
Give references and full information in_first 
letter. E. E. halo ga COMPANY, 33 Eddy 
Street, Providence, R. I. 





SALESMEN WANTED—For Southern terri- 
tory, commission, line of children’s Puritan 
welts and baby soft soles. Good product backed 
by service and reputation. Unless you have 
time, and intend to work the line, do not apply. 
Give details—experience, age, references, and 
line you now sell. Address C-507, care Boot 
¢ a oe 239 West 39th Street, New 
or’ 





IF the reader of this ad is not interested will 

he bring it to the attention of some one who 
might be. ie advertiser would like to hear 
from men who can sell direct factory to wearer 
a $5 men’s shoe. 43 style numbers. Address 
C-514, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





ESTABLISHED manufacturer of high grade 

boudoir and novelty footwear desires rep- 
resentation in several territories. Attractive 
sideline commission basis. State territory cov- 
ered and full details in confidence. Address 
C-515, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N 








SALESMEN WANTED 


FOR SALE 





ITH the coming of a new Fall Season sev- 

eral very attractive territories will be open 
to salesmen who are interested in a permanent 
and profitable connection. TEXAS—ARKAN.- 
SAS — KENTUCKY AND TENNESSEE — 
NORTHERN CALIFORNIA—OHIO—WIS- 
CONSIN—NORTH AND SOUTH CARO- 
LINA—VIRGINIA AND WEST VIRGINIA 
now open. Our line of Instock Novelty Shoes 
in DeLuxe Compos in high styled patterns and 
the Special Shoe Company line of fast snappy 
patterns sell fast and in volume. When apply- 
ing give age and experience. Address_ Shu- 
Stiles, Inc., 1330 Washington Ave., St. Louis, 
Missouri. 





POSITION WANTED 


D2 YOU WANT ORDERS from mail-order 

houses, chain stores, jobbers, large depart- 
ment stores who promptly discount. Am a 
young man, formerly manufactured women’s 
turns and Mackays. Know all buyers. Can 
style, figure my sample line, and, above all, 
give you orders instead of excuses. Address 
C-500, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








MANAGER OR SALESMAN—Thirteen 
years with last concern. Capable window 
trimmer. Understands merchandising and 
management. Can meniene worth to a 
progressive retail shoe store actual results. 
GEORGE RIEGEL. "13022 Coolidge Avenue, 
Jamaica, N. Y. 





HOEMAN, 40, single. Open for position 

with responsibility. Can go anywhere. Eleven 
years in business. The past 6 years employed 
selling men’s and women’s high grade and 
popular priced shoes. Also experienced as 
‘manager’s assistant. Can furnish tthe very 
best of references. MAYER M. BRAMAN, 
2900 James South, Minneapclis, Minn. 





WANTED — Territory or department. 20 

years experience orthopedic shoes and ap- 
pliances; thoroughly experienced in _ all 
branches; have car; licensed in Chiropody; 
eastern seaboard preferred. Address C-510, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


FOR SALE—General shoe store, established 
20 years; average business $40,000, located 
in middle western Illinois, city of 42,000; 
good surrounding trade territory. Can 
bought very reasonable, good lease. Address 
C-506, care Boot & Shoe Recorder, 239 West 
39th ‘Street, New York, N. Y. 





SHOE MANUFACTURING 
EQUIPMENT 


For sale at reasonable prices. Com- 
plete shoe factory equipment, consist- 
ing of modern shoe machinery, driers, 
tools, motors, twelve pair shoe racks, 
shoe trucks, up-to-the-minute McKay 
lasts, etc. All in excellent condition. 
A real buy for any interested shoe 
manufacturer. 


Address Box C-511 

care BOOT & SHOE RECORDER 
239 West 39th Street 
NEW YORK, N. Y. 














LINE WANTED 





WANTED—Fast in-stock line ladies’ novelty 
footwear. for Kansas and Oklahoma. 15 
years’ experience. Can place any good live 
line. Address C-508, care Boot & Shoe Re- 
aw 239 West 39th Street, New York, 
nm. Y. 





FE, XPORT— Wanted on consignment discon- 
tinued lines, back styles, jobs in all kinds 
of leather and —— footwear. Prices must 
be competitive. Security against shipments ar- 
ranged. FASHION "SHOE CLUB, 54 South 
King Street, Dublin, Ireland. 





PARTNER WANTED 


ARTNER WANTED-—Shoe store with re- 
pair department close to Los Angeles. Pres- 
ent owner has two stores and wants shoe man 
to take over management. Doing around $25,- 
000 year with good eoaene to increase. 
dress C-509, care Boot & Shoe — 239 
West 39th Street, New York, N. 





FOR RENT 





ASEMENT shoe department for _ rent. 

Twelve hundred square feet well located in 
live basement. Splendid Ogee d for con- 
cern or individual qualified to merchandise 
shoes from $1.95 to $4.95. Address C-512, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. 








CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
@*F Advertisements for this page must be in our New York office on Friday of the week preceding publication @@ 


Minimum charge 
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FOR LEASE 





FOR LEASE—Percentage basis. First Floor 
space and fixtures to live concern who are suc- 
cessful with popular price and better women’s 
and children’s shoes. Second largest depart- 
ment store in Ohio city of sixty thousand. Ad- 
dress at once C-513, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 








Kant-Slip De Luxe 


KANT-SLIPS vulcanize in with 
cement (not glue). 


KANT-SLIPS make pumps fit 
perfectly, assuring comfort and 
poise even when dancing. 


Shipped 36 pr. in Display Box—at 
15c. a pair. 


Ratcliff Products & Sales Co. 
Columbus, Ohio 

















WANTED TO PURCHASE 








If you contemplate selling your 
entire or surplus stock com. 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., ING 
590 Broadway New York 
Phone Canal 6-4298 and 4299 








We are open te 


BUY FOR CASH 


i stecks of SHOES—GENERAL MERB- 
leases asoumed 


reta! I 
CHANDISE — _ Unexpired 


POSTER @ DEUTSCH 


436 Grand St., New York Olity 
Phone Dry Dock 0352 





HIGHEST CASH PRICES 





PAID 
for shoe stocks, slow sellers, ete. Shert time 
leeses taken coer, mani confidential. 


MAX GLAUBERG 
327 Church St., New York City 
Phone: Canal 6-2632 








We will pay the best price fer 
your surplus or entire stocks of 
general merchandise or 


BUSINESS OPPORTUNITY 


HOTELS 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. y terms 
for training; openings everyhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no ency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








MERCHANTS’ NEEDS 





Porry Cup tilts— 
for Price Tickets at any angle 
Gross $5.00 








Satisfaction 
Guaranteed 





M. D. POLLINGER CO. 
216 Holland Bldg. St. Louis, Mo. 





RECORDER 
Window Display 
CARDS 
for JUNE 


Here’s a typical comment: ‘‘We find 
your ecard service very valuable and in- 
dispensable.” 

















Colorful, Artistic 
14 Different Texts 
Cards 7 x 12—3 colors 
Price Tickets Included 


; r mo. 
6 Card ‘Service...... $3.00 
8 Card Service...... 4.00 

12 Card Service...... 5.00 


Samples sent on request. 























stores. Leases = z 
rire teers strictly conadential Merchants Service Dept. 
I. SIMON CO. Boot & Shoe Recorder 
101 Rea 1334 Republie Bldg. 
ae eS S&S Chicago, Ill 
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THE 


VANDERBILT 
HOTEL 


Park Avenue at 
Thirty-fourth Street 
New York 


j = paneer cmd oe 
any 
first-class hotel in New York. 
Room end bath---5428 











—WVINROW 
DISPLAY FIXTURES 


made by 
SEGALLESONS 


983 ARCI ST. 
PHILADELPHIA, AA. 








Salesman’s Samples Stolen 


The sneak thief who lifted a suitcase 
filled with expensive shoes from the 
automobile of W. D. Lever, well known 
shoe salesman, when he stopped in At- 
lanta recently, was out of luck. For 
the shoes were all for the left foot! 
Mr. Lever, who at once missed the suit- 
case from the automobile, which was 
parked on Forsyth Street, notified the 
police, and the police located the suit- 
case—still with the shoes—where a dis- 
gusted purloiner had thrown it away. 











plan fo participate in 


DE Scholls 


FOOT COMFORT WEEK 


IUNE 15 220 


Write at once for window trim material and 
newspaper ads to tie-up with this great 


shoe oli AL ale 


lA a am a) 
LAWRENCE LEATHERS 





m Cc LAWwaieees LEATHER Co. 


BOSTON « PEABODY: NEW YORK: CHICAGO «ST LOUIS 
CINCINNATI > PHILADELPHIA~ GLOVERSVILLE 


B'WAY. a1 76 ST} 


NEW YORK 
Accommodations for 1000 Guests 


EVERY ROOM WITH 
BATH and RADIO 


RATES for Room and Bath 
Sal eens 
from $4 3-50 up 


hotel. 10 minutes from 
Times Square. 




















Cut out this ad and on your 


next visit to New York 


Oe et a a 


ee ae ee ee ee 


Weekly Rates, Room & Bath 6 
A new, modern, luxurious ‘ 


500 CAR GARAGE ADJOINING 
Suncdiassanetangalsdvadsiaegeeeeicnscas Sa 


$1,500,000 
in Advertising| 


RADIO...MAGAZINE 
and NEWSPAPER 
CAMPAIGNS 


all planned to reach footsufferers during 


FOOT COMFORT WEEK 
The Scholl Mfg. Co., Inc. 


(Gali -NCl@) NEW on "TORONTO 


} 
a 


Advance Notice. Supr ‘ork County. In the matter of the 
general assignment for ethe ee bd creditors of General Footwear Corp. 


PERCY A. JOSEPH, Auctioneer 
Will Sell at Public Auction on 
Fg ye June 8, 1931, at 10:30 A.M. at 
No. 18 West 18th Street, New York City 
Very Large Quaintity of LEATHER 
About 75,000 feet Upper Leather, Sole Leather, 35 original bales of Leather 
Soles, Leather Heels, Findings, Counters, etc. 
Large Quantity of MATERIALS 
Rayon Crepe, Satins, Sateens, Backed and unbacked, Trim, Bindings and 
Trimmings, ete. Large Quantity uf High Grade 
Finished and Unfinished 
Rayon ond Oo Coble es Soled 


MACHINE PLANT: Singer Sewing rte nell 31-15, Union Rperiaie, Mirrow 
mag Osann Biind Stitch and Stamping Machines, Pow able, D.C. 
sepower, lasts, racks, work -benches, tables, steel b. . -& etc. 


or % to 7 horse 
Orrice seurr ent: F. T. Desks, Steel File Cabin Time Stamp, 
| sg > Typewriter, Remington Typewriters, Sectional ~~ Electric 
Fans, Desk Lamps, Steel Safes, Eureka Vacuum Cleaner, Showroom tables 
and chairs, Wall Cases, Walnut desks, Swivel and arm Chairs, Coat Tree, 
Leather arm chairs, Counsel Tables, Lamps, Carpeting, Rugs, _— Stands, 


Domes, etc. Irwin M. Bern 


Lesser Brothers, Attorneys for Assignees. Robert V. Fistere, Assignees. 
Office Salesrooms—202 W. 40th Street 
New York City, Telephone: LOngacre 5-4776 


Welcome to 
New York and 


The 


OPPOSITE PENNSYLVANIA R. R. STATION 


The Hotel with © 
REASONABLY PRICED 
SAMPLE ROOMS FOR 

SHOE MEN 
1200 pleasant rooms each with Servi- 


dor, bath, circulating ice water and 
radio — 


- from $3.00 





AVENUE 
Vata 
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THE Business 
BAROMETER 


Business Changes 


FLORIDA — West Palm Beach — My-T-Good 
Athletic Sole, Inc.; shoe makers; recently in- 
corpora’ 

ILLINOIS—Chicago—Arnold Shoe Stores, Inc. 
(754 W. Clark St.); inc. authorized capital 


000. 

Peter Klug (1323 W. 79th St.); boots and 
shoes; reported selling or sold out. 

nson—McCoy’s Central Shoe Store, Inc. ; 

boots and shoes; inc. authorized capital $10,000. 

MASSACHUSETTS—Boston—Wilson Rubber 
Co., Inc.; wholesale boots and shoes; recently 
incorporated. 

Lynn—Winer-Kane Shoe Co.; manufacturers ; 
removed to 15-7 Liberty Square. 
Sarra & Tucker Shoe Co.; 

removed to 266 Broad St. 
Haverhill—Hirshberg Shoe Co., Inc.; 
facturers; inc. authorized capital $10,200. 
lem rge Kay Shoe Co.; manufacturers ; 
George Kashian, Treasurer, succeeded by Benj. 
) aid name changed to Benson Shoe Mfg. 
O. 


manufacturers ; 


manu- 


NEBRASKA—Fremont—John Sonin; boots, 


shoes, etc.; succeeded by Sonin’s, Inc. 


NEW JERSEY—Passaic—E Z Footwear Corp. 
(85 Highland Ave.); boots and shoes; recently 
incorporated. 

YORK—Brooklyn—Joseph Klein (331 
Wilson Ave.) boots and shoe; succeeded by 
Irving Walker. 

New York City—A & R Shoes, Inc.; boots, 
shoes, etc.; inc. authorized capital $20,000. 

Adler Stores, Inc.; boots, shoes, etc.; recently 
incorporated. 

Empire State Men’s Wearing Shop, Inc.; 
boots, shoes, etc.; inc. authorized capital $10,000. 

Rochester—Over Globe Shoe Store (Joseph J. 
Slitske, Jr.) (800 Hudson Ave.); boots and 
shoes; reported selling or sold out. 

OHIO—Columbus—A. C. Mechem & Sons Co., 
Ine. (1858 S. High St.) ; boots, shoes, etc.; re- 
ported sold out to Edward Gleisner. 

TENNESS ackson—Smith Dry Goods Co. 
oe a (107 N. Lafayette St.) ; boots, shoes, 

ported removed to Linden, Tenn. 

““yiRGINIA—Fredericksburg—~Community Prod- 
ucts, Inc.; boots, shoes, etc.; inc. authorized 
capital $25,000. 

Petersburg—H. Wice, Inc.; boots, shoes, etc. ; 
inc. authorized capital $10,000. 


Failures, Embarrassments, Etc. 


CONNECTICUT — Bristol — Burton Shoe Co. 
(187 Main St.); boots and shoes; reported peti- 
tion in bankruptcy. 

Stamford—Morris L. Cramer (42 Pacific St.) ; 
boots and shoes; reported petition in bank- 
ruptcy. 

FLORIDA — Miami — David’s Quality Shop, 
Inc.; boots, shoes, etc.; reported petition in 
bankruptcy. 

GEORGIA — Rome — Culpepper Clothing Co. ; 
boots, shoes, etc.; reported petition in bank- 


ruptcy. 
ILLINOIS—Chicago—Ben Drosin (2112 Ros- 
coe St.); boots, shoes, etc.; reported assigned. 
Abraham Forman (“G & F Bootery’’); boots 
and shoes; reported petition in bankruptcy. 
Anna Jacobson (Sol) (Grand Leader Dep’t 
Store) (2086 W. Grand Ave.) ; boots, shoes, etc. ; 
reported offering to compromise at 25%. 
Benjamin S. Stone Shoe Stores (1725 W. 47th 
St.) (452 W. 68rd St.); boots and shoes; re- 
ported petition in bankruptcy. 
Hyman T. Weinstein (749 S. State St.) ; boots, 
shoes, etc.; reported petition in bankruptcy. 
Forest City—Abe Furman (G & F Bootery) 
(7447 W. Madison St.); boots and shoes; re- 
ported petition in bankruptcy. 
Nokomis—J. Weinstein & Co.; boots, 
shoes, etc.; reported assigned. 
INDIANA — Hammond — Joseph Kolanko 
(Maywood Furniture Go.) (6104 Columbia Ave.) 
(562 Morton Ave.); boots, shoes, etc.; reported 
petition in bankruptcy. 
IOWA—Cedar Rapids—William Teip; boots 
and shoes; reported petition in bankruptcy. 
KENTUCKY—Hellier—Francisco Bros. ; boots, 
shoes, etc.; reported assigned. 
MAINE—Auburn—Pine Tree Shoe Co., Inc.; 
manufacturers; repo assigned. 
MARYLAND — Baltimore — Nathan J. Cohen 
(107 E. Eutaw St.) ; boots, shoes, etc.; reported 
— in bankruptcy; reported receiver ap- 
pointed. 


Nathan G. Mannes (Guarantee Shoe Shop) 
(Mannes Economy Shoe Store) (3510 Eastern 
Ave.) ; boots and shoes; reported called meeting 
of creditors. 

MICHIGAN — Detroit — Hughes & Hatcher 
(2305 Woodward Ave) (1244 Washington Blvd.) ; 
boots, shoes, etc.; reported petition in bank- 
ruptey. 

NEW YORK — Brooklyn — Walter Hanover 
Shoe Stores, Inc. (598 Fifth Ave.); boots and 
shoes; repo! assigned. 

Rebecca Kaminowitz (72 Manhattan Ave.) ; 
boots and shoes; reported assign 

Hyman Katz (1745 Prospect Place) ; ; boots 
and shoes ; reported petition in bankruptcy; re- 
ported receiver appointed. 

New York City—Hoffman Bros.; boots and 
shoes; reported called meeting of creditors. 

Lateiner fee Set Inc. (408 E. 98rd St.) ; 
boots and shoes; assigned. 

Harry Schneider ro26 E. 169th St.) ; boots 
and shoes; reported petition in bankruptcy ; re- 
ported receiver appoin 

Salomon & Kamber (440 E. 149th St.) ; boots 
and shoes; reported as: 

OH10—Fostoria_-Mike~ L. Brown; boots and 
shoes; reported petition in bankruptcy. 

PENNSYLVANIA — Altoona — Charles C. 
ed he boots and shoes; reported petition in 

an 

Philadelphia — Benjamin Gittelman (Dobb’s 
Men’s Shoes) (5 S. 8th St.); boots and shoes; 
reported petition in bankruptcy. 

Rebecca Rosenthal (2647 E. Clearfield St.) ; 
boots, shoes, etc.; reported petition in bank- 


ruptcy. 

on Schaffer (3016 W. York St.); boots, 

reported petition in bankruptcy. 

encour * GAROLINA—Langley—-M. Smolow- 
sky ; boots, om etc.; reported offering to com- 
promise at 2) 

ESSEE Chattanooga — Shy-Rose Shoe 

Co, ne.; wholesale and retail] boots and shoes: 
reported asking general extension. 


New Shoe Stores 


New York, N. Y.—A. & R. Shoes, Inc. 

New York, N. Y.—Adler Stores, Inc. 

Darlington, S. C.—C. H. Witherspoon. 

Stamps, Ark.—C. L. Cabe. 

New Albany, Ind.—Julius Sapinsky, 
Market St. 

Iowa Falls, Ia.—J. M. Baden. 

Paterson, N. J.—The Leader. 


132 E. 
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oe Oswego, N. Y.—Earl C. Rising, 7 W. Bridge 
Eaton, O.—Louis Zaitsmer 


Petersburg, Ind.—Jake R. Catt. 
Corbin, Ky.—J. J. Newberry Co. 
T. Grant Co. 9 W. 


Savannah, Ga.—W. 
Broughton 
-“— Albany, Ind.—W. T. Grant., 319-21 Pearl 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


Market 


Psat tag a O.—W. T. Grant Co., 
-, (Aug. 1.) 


boston, Mass.—Sears, Roebuck & Co., Hyde 

Harford, Conn.—Sears, Roebuck & Co., 1156 

ain St. 

New Haven, Roebuck & Co. 
(June) 

Cleveland, O.—Sears, 15021 
Detroit Ave. i 
lean N. J.—E. Z. Footwear Corp., 85 High- 

n 

South River, N. J.—John Whiteman, Inc. 

Newark, N. J.—Freeman Stores, 685 Broad St. 

Simtown, Ind.—Luther Fleener. 

Hagerstown, Md.—Maryland Stores Co., Inc. 

Waco, Tex.—R. C. Lewis Corp., 725 Austin. 

New York, N. Y.—Smolinsky Shoe Co., 109 E. 
Broadway. 

New York, N. Y.—Factory Outlet Shoe Co., 
284 Columbia St. 

Clarksville, Tenn.—Jenkins & Darwin, Third 


Conn.—Sears, 
Roebuck & Co., 


St. 
Littlefield, Tex.—Riggs Clothing Co. 
oe Tulare, Cal.—Patterson & Rose, 143 E. Tulare 


Marianna, Fla.—Teate Dry Goods Store. 

Newark, N. J.—Herit Supply Stores, 
Broad St. 

Long Beach, Cal.—Hub Naval Outfitters, 107 
E. ona Blvd. 
on O'Neill, Neb.—W. H. Allinger Golden Rule 

ore. 

Westboro, Ottawa, Ont., Can.—A. Le May. 

Osceola, Neb.—J. H. Eller Clothing Co. 

Cedarburg, Wis.—Standard Stores. 

Salt Lake City, U.—Interstate Shoe Co., 319 
S. State St. 

Bakersfield, 1910 
Chester Ave. 

Logansport, Ind.—W. H. Schroeder. 

Marion, N. C.—N. Trachtman. 

Hickory, N. C.—N. Trachtman. 

New York, N. Y.—Cancellation Shoes, Inc. 

Buffalo, N. Y.—Buffalo Shoe Repair Corp. 

Oberlin, O.—E. B. Crowell. 

Philadelphia, Pa.—Dee Ess Underselling Co., 
5628 Chew St. 

Thomaston, Ga.—M. G. Lofton, Court House 
Square. 

Barstow, Cal.—Sprouse-Reitz Co. 

St. Maries, Ida.—E. S. Burgan & Son. 

Marietta, Ga.—Florence’s Department Store. 

Ashtabula, 0.—A. G. Cohen, Pa Fifth St. 

Judsonia, Ark.—L. C. Tyson 

New York, N. Y.—Paper "cial Mfg. Co., 
Inc. (Mfr.) 

Troup, Tex.—Jarvis & Co. 

Seaside, Ore.—Alfred Konecki. 

Camas, Wash.—Oliver’s Shoe Shop, 425 Bur- 
ton St. 

Astoria, Ore.—Alfred Konecki. 

Portland, Ore.—Frank Carnese, 1027 Belmont 
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Cal.—Louvre Boot Shop, 


t. 
Heisson, Wash.—Lugger & Funk. 


Burglars Get $1800 


SEATTLE, WasH.—Nordstrom’s lost 
$1,800, only partly covered by insur- 
ance, when burglars broke the com- 
binations of two safes, early Sunday 


morning, May 17. A hole was cut 
through the floor above the balcony. 

According to Everett Nordstrom, 
president, business in their two shops 
surpasses that of the same period last 
year. Part of the considerable increase 
is accredited to the doubled size of their 
downtown shop. 

Dorothy Dodd’s is trying a sports 
line of Hollywood Screen Star shoes. 
F. T. Barton, manager, reports they 
are winning favor. 

Since two shoe departments now 
thrive in a new store where only one 
operated a year ago in the old building, 
V. E. Ridge, shoe department manager 
of Fraser-Paterson’s hesitates to com- 
pare with older sales sheets. 






















































Boot and Shoe 


Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boot anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


In Next Week’s Book 
You Will Find 


The New Merchandising 


When a store turns its stock about 
eight times a year on a 40 per cent 
mark-up, that’s news—profit and prog- 
ress news. In this issue, we are hold- 
ing a merchandising clinic and confer- 
ring the degree of merchant upon those 
who by their sales, justify the name. 
If the store makes a profit, the mer- 
chant’s name goes on top of the scroll 
and may his tribe increase. The time 
has really come for us to show exam- 
ples of how to do it so that many men 
may study the methods of this new 
merchandising. The time has come to 
strengthen the courage to be found 
first in individuals, because only 
through them can mass-pessimism be 
dispelled. 

* * * 

New merchandising penetrates even 
the bargain basement and a definite 
trend is to be found away from job 
lots and seconds into definite standard 
lines in values—the most for little 
money. BARGAIN BASEMENT GOES 
REGULAR IN THIS ISSUE. 


Plan in Advance 


There is need for timing the store so 
that the merchant will plan six weeks 
in advance. We schedule in this issue 
the new approach to clearance—sales, 
advertising. Profitable clearance today 
depends little upon tradition—much 
upon timeliness. A short and definite 
period of clearance, and a break-down 
of clearance by line rather than store- 
wide dumpage, is the new approach to 
the movement of style-right shoes in 
mid-summer. Many a store will need 
new shoes to round out a value-sale 
promotion. 








A Buying Guide to 





Our Advertisers in This Issue 





BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass......... 8 
Athletic Shoe Co., Chicago, Ill............ 58 
Bass, G. H., & Co., Wilton, Me......... 51, 60 
Biarritz Sandals, New York City.......... 54 
Blog Shoe Co., Inc., New York City...... 58 
Blue Ribbon Shoemakers, St. Louis, Mo... 57 
Bob Smart Shoe Co., Milwaukee, Wis...... 10 
Brooks Shoe Mfg. Co., Phila., Pa......... 58 
Brown Shoe Company, St. Louis, Mo..21, 28-29 
Buek, Philadelphia, Pa.................0+. 56 
Cetio, “Mow Werk: Glee. osccccccsscesccce 58 


Chase, W. 8., & Sons, Haverhill, Mass.... 54 
a al Edwin, & Sons, Inc., E. Weymouth, - 
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A NEWLY perfected spread- 


ing device and rod with square 
threads of large pitch insure easy 
and accurate action. Blocks are 
of fully seasoned rock maple, 
and are shaped and finished as 
carefully as a last... Corn and 
bunion plates supplied with 
every stretcher. 

Every retail shoe store should also be 

equipped with the GMC Instep Stretch- 

ers, GMC Toe Raisers, and the Climax 

Shoe Stretchers for women’s high heel 


shoes We also supply the well-known 
Repco Shoe Stretchers. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





y 
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ADDED 
VALUES 


in shoes 
filled 


with— 




















Value No. 1... 


It Citas a 3-ply unit 


SaaS MIDDLESOLE binds the 


5 Uetlinanttniatiitey innersole and the outersole firmly to- 


3 Resists Moisture ° ° ° ° 4s 
4. Resists Heat & Cold gether into one flexible unit, providing 


5 Prevents Bunching 


6 Prevents Air Pockets the ideal foundation for walking comfort 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Vulco Products 
STATLER BUILDING, BOSTON, MASS. 
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FOR DAY an® NIGHT 


Spons OrsS—the built-up high- 
throated pump which, when made over 
Midvale’s new smart-fitting lasts, is so 
flattering to Milady’s foot—fitting the 
narrow heel and the high arch—thus 
giving the foot that trim appearance 
so necessary to complete any ensemble 
with just the correct accent. The Vale 
and Vantro here illustrated are our 
interpretation of this mode. They 
are well adapted to all the wanted 
materials. 


MIDVALE 


SHOE CO. - - - ST. LOUIS, MO. 


Branch of International Shoe Co. 


mmeS ERS OF FINE SHOES FOR FASHIONABLE WOMEN 


Vol. 99, No. 14. Published every week by the Boot & Shoe Recorder Publishing Company, Division of United Business Publishers, Inc., 239 W. 39th 
St., New York, N. Y. Entered as second-class matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the act of March 3, 1879. 
Subscription price, $3.00 per year. Printed in U. S. A. 
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White bid slipper many tows of 
$12.50 


—_— RH Fife é Co. Pesents 
MODE Aw TE 


] HERE'S no getting along without white shoes this season. They're indispens- 
able. And you will find epee wag iy eA meen ds at Lome. 
fine kid, suede or linen, they complete with distinction your most flattering summer cos- 





























The famous Art. pump of fine white 




















Strep slipper of white kid with eut- 
oute— 
$6.50 











Fyfe No. 957 Stockings in Correct Summer Shades 
" 


Ours W. Fowler, D. & C. 
Chiro podist—Seventh Floor 





WOODWARD end ADAMS 








G50. 5 
ee ae G. 


THE FOREMOST RETAILERS 


ARE SHOWING ... and selling... 
ABOUT 65% OF THEIR 
WHITE SHOES IN KID 


Nobody can have the olightest doubt aboul the 
satability of “THE WHITEST WHITE” 
KID SHOES . ... no matter how often 


re=orderd are necessaty’. . . .« ugh Chrough 
Che end of Ctugual 


IF YOU ARE A RETAILER: resize white kid shoes often 
IF YOU MANUFACTURE: prepare to give service to your 


customers on their re-order requirements 


GE LEVOR & CO. me. 


Tanners of TUE WHITEST WHITES 
GLOVERSVILLE, NEW YORK 





THIS TOE WON’T PANCAKE AT SIDEWALL 


YET IT STAYS FLEXIBLE 
AT THE TIP LINE 


ERE’S a toe that is soft but 
doesn’t look it. The tip 
line, where toe meets vamp, is 
flexible and comfortable from 
the minute the shoe is worn. 
Yet wrinkles won’t form, and 
the sidewall and forepart of the 
toe will stay firm and shapely. 
The style of your shoe, whether 
it’s dress or sport, wide or nar- 
row toe, issafe with Armstrong’s 
Cork Box Toes. 
Flexible toes like this are kind 


ing, not a minute of “breaking 
in” for the wearer. You can 
offer comfort in shoes without 
sacrificing a bit of style. In your 
summer weight shoes light 
weight and flexibility are de- 


cided advantages. Ask for Arm- 
strong’s Cork Box Toes when 
you next buy shoes. And if you 
want more detailed information, 
write direct to Armstrong Cork 
Co., 933 Arch St., Lancaster, Pa. 


Ask for ARMSTRONG S 
"® CORK BOX TOES 


ATLANTA: Boston -CuicaGo:CIncINNATI* Detroit+ NEw York: PHILADELPHIA: St. Louis 


to the feet. Nochafing, no pinch- 
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MCNEELY 
COLORS 


have always been 
notable for the 
thoroughbred tone 
of authority and 
quality which 
they impart to fine 
footwear. 


4 


ZA 


WOMEN’S 


COLOR 25 {Autumn Brown} 


ZAAAAAAA LS 


~ 


COLOR 99 {Rich Dark Brown} 
| ESPECIALLY 
COLOR 33 (Parisian Brown} ‘NOTEWORTHY IS 
COLOR 33 
COLOR 88 (Blue} PARISIAN BROWN 


‘ The new slightly gray brown 

COLOR 66 {- 1 mora} introduced by Chanel as very 

high fashion. It will be ex- 

tremely useful in the coming 
seasons. 


MEN’S 
(CO) 50) Se OR AY ary, 


COLOR 28 {Saddle Brown} 


N 











ALLIED KID 
COMPANY 


McNEELY DIVISION 
519 W. HUNTINGDON STREET 
PHILADELPHIA 


Boor aND SHOE RECORDER 
combining THE SHOE RETAILER, June 13, 1931 





PURITAN]. 


A_MODERN_INTERPRE 


, 


Yeats 





| | smd | 





Here is the most fascinating gaiter ever designed 
—has all the comfort and warmth of old-time 
goloshes — the grace and style of a Paris pump. 


No snaps, no fasteners — it can be put on and 
slipped off as easily as a light rubber — and it 
weighs little more. 


Has an all-wool Jersey lining with silk-like finish 
which gives with the rubber, insuring a perfect 
fit and making it so flexible it just molds itself to 
the shoe. Half sizes are not needed. 


Made only in two colors, brown and black, which 
added to the flexibility features makes an easy job 
of ordering. 





Priced to give most liberal profit — can be sold 
in competition with any gaiter on the market and 
yet has style and quality unmatched by any. You 
can always depend on a Firestone product to make 





re-sales for you. 


FIRESTONE FOOTWEAR COMPANY 
Boston, Mass. 


Boston, Mass., 141 Brookline Ave. Minneapolis, Minn., 444 Stinson Blvd. 
Cleveland, Obio, 1276 W.SixthSt. New York, N. Y., 107 Duane Street 
Chicago, Iil., 501So0.FranklinSt. Philadelphia, Pa., 23rd & Wood Sts. 











Firestone Footwear 
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Ly Firestone 


TATION OF COLONIAL SIMPLICITY 











Strikin gly S tylish 
All Rubber Gaiter 


can be worn with cuff turned 
up or down 


when it rains’ 





you are carrying 
a big stock 
AND — 
business is slow 


‘ THE UP AND DOWN ON MORE FOOT DOLLARS FOR MERCHANTS ry 


Oe ge gg? Mgt TM gt Tg? Tg? TM ge Tg? To? ong ~ o 6 








IN THE MEANTIME 








KEEP COOL 


* 








REMEMBER the story of the shoeman who said 
that patience will accomplish anything except carry- 
ing water in a sieve. And the office boy replied 
“Even that, if you wait for it to freeze.” 





* 





WRITE US 
Smart boy, that. He’ll make a good shoe merchant 
and we'll tell you some day 
how so many merchants FAST HEADWORK PRODUCES 
. GOOD FOOTWORK 
are making money ae For instance 


on their 
MEN’S SHOES 
TO RETAIL 


AT 


FIVE HILL BROS. CO. 


Mail, Telephone and Telegraph Address 
bOLtnes HUDSON, MASS. 
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